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Unions Charged 


With Conspiracy 
By Distributor 


Milwaukee Electrical 
Firm Says They Tried 


To Injure Business 


MILWAUKEE — Morley-Murphy 
Co, electrical appliance distributor 
nere, filed charges July 1 with the 
state employment relations board 
against the Household Furniture 
gales and Service Men’s Union, Local 
No. 1343; the Chauffeurs, Teamsters 
& Helpers Union, Local 200; and the 
Electrical Workers Union, Local 
1092, complaining that the unions 
and their representatives had con- 
trived to damage the firm’s business. 

Specifically, the Morley-Murphy 
complaint charged that the clerks’ 
union and its business representative, 
Herman Burbach, had conspired to 
injure the company’s business by 
inducing customers not to accept 
deliveries and by threatening com- 
pany employes. The complaint ac- 
cuses Milton Peters of the electrical 
workers’ group and Arthur Lemke of 
the truck drivers’ union of being 
conspirators in the plot. 


Klopsch and Hanna New 
Wolverine Tube Officers 


DETROIT—Several changes were 
made in the executive staff of the 
Wolverine Tube Co. at a meeting 
July 7 of the company’s board of 
directors, the new promotions to the 
executive staff being the election of 
0. Z. Klopsch as vice president and 
general manager, and V. D. Hanna 
as secretary and treasurer. 

C. C. Limbocker, formerly presi- 
dent of the company, was elected 
chairman of the board, and H. J. 
Hooks, former secretary and trea- 
surer, was elevated to the presidency 
of the company. Mr. Limbocker and 
Mr. Hooks have been with Wolverine 
Tube Co. for the past 20 years. 

J. D. Colyer, vice president in 
charge of sales, and G. R. Anthony, 
vice president, were re-elected by 
the board. 


Horter or Sales 
For Cutler-Hammer 


MILWAUKEE—B. M. Horter has 
been appointed general sales manager 
of Cutler-Hammer, Inc., manufac- 
turer of motor control equipment. 
In his new duties, Mr. Horter will 
have direct supervision of sales in 
the company’s 24 selling territories 
throughout the country. 

Prior to his new appointment, Mr. 
Horter was in charge of the resale 
Sales division of the company at 
Milwaukee. He has a wide back- 
ground of experience with Cutler- 
Hammer, and is the holder of a num- 
ber of patents on motor control 
apparatus. 

Joining Cutler-Hammer as a sales 
*ngineer in the Philadelphia area, 

'. Horter in 1921 opened a new 
‘ales territory in Wilkes Barre, Pa., 
and later was named manager of the 
New England sales territory with 
headquarters in Boston. He has been 
Manager of resale sales since 1934. 


§. H. Shipley Resigns as 
York Works Manager 


YORK, Pa.—Samuel H. Shipley 
has resigned as general works man- 
%er of the York Ice Machinery 
a. "Pp. He will continue as a director 

the corporation, however. 
tim t. Shipley will devote his entire 
~ the direction of the interests 

Omas Shipley, Inc. 


In Charge 


H. L. ANDREWS 


ss * * 


Andrews Heads G-E 
Appliance Division 


NEW YORK CITY—H. L. Andrews 
of Bronxville, vice president of the 
General Electric Co. since 1934 in 
charge of the company’s transporta- 
tion activities, will take charge at 
once of the appliance and merchan- 
dise department with headquarters 
in Bridgeport, Conn., Charles E. 
Wilson, executive vice president, 
announced last Friday. 

Mr. Andrews, a native of Missouri 
and graduate of the University of 
Missouri, entered the employ of 
General Electric in 1910 and for the 
past 29 years has had wide range 
of experience in engineering, manu- 
facturing, and sales departments. 
For the past three years he has been 
vice chairman of the company’s sales 
committee. 

As head of the appliance and 
merchandise department, Mr. An- 
drews will be responsible for the 
company’s activities in the major 
and traffic appliances as well as 
construction materials. 


Washer-Ironer Week Is 
Planned For October 


CHICAGO—Plans to stage a sec- 
ond annual Washer-Ironer Week Oct. 
14 to 21 were approved by members 
of American Washer & Ironer Manu- 
facturers Association at their sum- 
mer meeting at the Chicago Golf Club 
in Wheaton last week. 

President W. Neal Gallagher told 


(Concluded on Page 15, Column 5) 


Weekly Salesmen’s Drawings Helped 
Grand Rapids Drive Go Over the Top 


By James McCallum and Robert M. Price 


GRAND RAPIDS, Mich.—Sales of 
electric refrigerators soared 383 
units over a 1,000-unit quota in a 
seven-week drive as manufacturers, 
distributors, retailers, and the utility 
coordinated their efforts with Modern 
Kitchen Bureau promotion to place 
the stamp of success on the first 
cooperative refrigerator campaign 
ever to be staged in Grand Rapids. 


The campaign got under way May 
1 with a combined pep meeting and 
breakfast for all participants, after 
12 refrigerator manufacturers, their 
local distributors, and Consumers 
Power Co. had joined financial forces 
to raise a ‘war chest” of $4,825 to 
carry on the drive. 

Manufacturers participating in the 
campaign were Westinghouse, Hot- 
point, Kelvinator, Frigidaire, Cope- 
land, General Electric, Gibson, Leon- 


ard, Norge, Stewart-Warner, and 
Philco. 
Details of the program were 


planned and directed by an operat- 
ing committee composed of four 
distributorship heads and one utility 
representative. Members of _ this 
committee were: John W. Miltgen, 
Radio Distributor Co. (Norge); A. 
S. Joseffy, General Electric Supply 
Corp. (G-E); Walter Nilsson, Nilsson 
Distributing Co. (Hotpoint); John 
White, J. A. White Distributing Co. 


(Leonard); and O. W. Kastens, 
Consumers Power Co. Mr. Kastens, 
assistant manager and superintend- 
ent of cooperative merchandising for 
the utility, served as_ secretary- 
treasurer of the committee. 

The extensive advertising and pro- 


motional program made use of 
Modern Kitchen Bureau’s “Electric 
Cold” theme and materials. News- 


papers, billboards, and radio an- 
nouncements daily carried the story 
of electric refrigeration to the buying 
public. 

To keep salesmen and dealers con- 
stantly on their selling toes, eight 
breakfast meetings were held. These 
meetings were made especially at- 
tractive to salesmen by weekly 
presentations of cash awards for 
sales and attendance. 

Each refrigerator sale during any 
week gave the salesman one chance 
in the drawing held at the following 
breakfast. To be eligible for the 
drawings, each sales ticket had to 
be approved by both dealer and 
distributor. 

First prize in each of the weekly 
sales drawings was $15, next two 
winners collected $10 apiece, next 
five received $5, and the last 10 
lucky ticket holders drew $2 each. 

Attendance at the meetings quali- 
fied salesmen for a chance in another 
(Concluded on Page 8, Column 1) 


Ford Housing Project 
To Get Air Cooling 


DEARBORN, Mich. — Immediate 
construction of a two-story com- 
munity business center building, 15 
apartments with accommodations for 
293 families, and 53 single homes in 
its new Springwells Park subdivision 
at Airport Drive and Greenfield Rd., 
Dearborn, at a construction cost of 
approximately $1,525,000 is planned 
by trustees of the Ford Foundation. 


In addition to these immediate 
building plans, the foundation is 
preparing for early construction on 
the subdivision of 176 more single 
homes and apartments to accommo- 
date approximately 158 families, the 
announcement said. 

Contracts for the construction of 
the first group of apartments have 
been awarded to the Byrne Organi- 
zation, which has. built’ similar 
projects in other parts of the United 
States. The organization also has 
pioneered in the use of light-weight 
structural steel (Stran-Steel) in 
modern home construction. Local 
labor will be employed. 


(Concluded on Page 20, Column 4) 


Nebraska Utility Cites Sales Records To Prove 
Importance of Cold Canvass In Refrigerator Selling 


OMAHA, Neb.—Some revealing 
figures on sales of household appli- 
ances in this city during the last two 
years were recently reported by C. 
Haney, assistant sales manager for 
the Nebraska Power Co. retail stores. 
They showed the following drop in 
sales of refrigerators and washers, 
with increase in sales of vacuum 
cleaners. 


Vacuum 
Year Refrigerators Washers Cleaners 
1936 6,545 4,438 1,775 
1937 6,300 3,618 2,210 
1938 5,430 3,055 2,397 


Per cent decrease on refrigerators in 
SS DORE x aca vksssrvescedievdesccusass 18.78 
Per cent decrease on washers in two 
WORN OD aces Sianevivtssccwsneyeies 30.94 
Per cent increase on vacuum cleaners in 
TO GOERS CWO PORTS 6 iccvcccvcvscses 35.04 


The three items used are all con- 
sidered household necessities, so there 
is no favoritism shown in the selec- 
tion. 

“Why,” asks Mr. Haney, “should 
sales drop 18.78% on refrigerators 
and 30.94% on washers? Why 
should there be a gain in the sale of 


vacuum cleaners—35.04% ?” 

After a thorough check, Mr. Haney 
has given his answer. 

“A failure to select the best timber 
available for salesmen, and, further, 
neglect in proper training,’’ said Mr. 
Haney, “constitute, I believe, the 
whole story. Much care should be 
given the selection of your sales 
personnel. That is really half the 
problem. The right kind of men will 
be much easier trained than those 
who are not outstanding in their 
every day life. In other words, one 
must have a good foundation on 
which to build. 

“After you have selected the 
personnel of your sales force, then 
take into consideration the super- 
vision. The supervisor should be one 
who has been through the selling 
mill himself in order to get the best 
results. The big thing—of more im- 
portance than selling  itself—the 
supervisor must be a man capable of 
creating confidence on the part of 
those under his guidance. 

“So much for the personnel,” said 
Mr. Haney. “Next important item to 


(Concluded on Page 20, Column 1) 
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Hulett & Harrington 
Get New G-E Jobs 


BLOOMFIELD, N. J.-—Harold T. 


Hulett has been named sales man- ° 


ager in charge of _ distribution 
activities for the newly combined 
air-conditioning and commercial re- 
frigeration department of the General 
Electric Co. Mr. Hulett formerly 
headed the commercial refrigeration 
activities for the company when the 
division had headquarters at Cleve- 
land. 

Several other appointments were 
made in a “new division of responsi- 
bility move’ announced by Stuart 
M. Crocker, manager of the newly 
created department. 

Elliott Harrington, associated with 
the department since its inception, 
and more recently identified with 
cemmercial engineering and cooling 
sales, has been appointed product 
sales manager. He will head a 
division which will direct the general 
sales program for all products of 
the department, including automatic 
heating, cooling, air conditioning, 
and commercial refrigeration. The 
division will also have charge of 
sales estimates, pricing, and com- 
mercial engineering. 

S. Martin, Jr., has been named 
manager of the installation and 
service division, the functions of 
which include product education, 
service information, product policies, 
return materials, and replacement 
part sales. 


Glenn Gundell will continue as 
manager of the advertising and sales 
promotion division, to which have 


(Concluded on Page 7%, Column 2) 


Northern California 
Sales Up In May 


SAN FRANCISCO—With refrig- 
erators and radios leading the list, 
sales of all major electrical appli- 
ances in the San Francisco area 
registered substantial increases dur- 
ing May over the corresponding 
month of last year, dealer reports to 
the dealer sales promotion depart- 
ment of Pacific Gas & Electric Co. 
indicate. 

Sales of household refrigerators 
during the month totaled 1,084 units, 
as against 882 in the same month of 
1938. Radio sales were almost 1,000 
units over their corresponding 1938 
total, 4,002 table and console model 


(Concluded on Page 20, Column 1) 


ASHVE Learns 
Of Fire Hazards 
In Big Systems 


Multiple Floor Systems 
Require Protection, 
Inspector Says 


MACKINAC ISLAND, Mich. — 
Small air-conditioning systems do not 
usually require any special fire pro- 
tection when installed according to 
regulations, but large systems, sup- 
plying more than one floor of a _build- 
ing, present a hazard which calls for 
protective measures, regardless of in- 
stallation methods employed, de- 
clared R. C. Loughead, chief engineer 
of the Michigan Inspection Bureau, 
in a paper presented before the sum- 
mer meeting of the American Society 
of Heating and Ventilating Engineers 
here. 

Placing the onus for air-condition- 
ing fires on the multiple floor sys- 
tem, Mr. Loughead asserted that a 
system of this type which meets the 
regulations of the National Board of 
Fire Underwriters is practically non- 
existant and may be described as a 
“pipe dream” at the present time. 

Citing as an example a system 
installed in a large department store 
which provides conditioned air to the 
sub-basement, basement, first floor, 
and mezzanine, with the equipment 
located in the sub-basement, Mr. 
Loughead asserted that such an in- 
stallation, regardless of its design, 
might include more potential fire 
hazards than any other type. 

This system serves more than one 
floor from below, so that gravity, in 
conjunction With -the direction of air- 
flow, tends to increase the possibility 


(Concluded on Page 14, Column 1) 


Research: Program 


To Be Expanded 


MACKINAC ISLAND, Mich.—The 
number of colleges and universities 
cooperating with the American So- 
ciety of Heating & Ventilating 
Engineers research activities will be 
materially increased during the com- 
ing year, reported W. L. Fleisher, 
chairman of the society's research 
committee, at the midyear conven- 
tion here. 

A study of cooling towers will be 
continued at the University of Cali- 
fornia under the supervision of L. 
K. M. Boelter, professor of mechani- 
cal engineering. 

Registers and_ grilles will be 
investigated at the University of 
Illinois over a three-year period as 
part of the society’s regular work 
in connection with the Research 
Residence. 

Air distribution and friction in 


(Concluded on Page 15, Column 4) 


Wisconsin Law Would 
License Service Men 


MADISON, Wis. — Refrigeration 
contractors would be examined and 
licensed, and refrigeration installa- 
tions would be inspected under terms 
of a bill given approval by the state 
senate. On receipt in the assembly, 
the measure was referred to the 
committee on judiciary. 

The bill as approved by the upper 
house was offered in lieu of a 
measure originally submitted to 
govern air-conditioning contractors 
and air-conditioning installations. 
The present measure will be more 
inclusive, as it will apply to all 
mechanical refrigeration systems and 
not only those used in air-condition- 
ing systems. 

The measure, which is expected to 
receive concurrence by the assembly 


(Concluded on Page 7%, Column 3) 
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Controllers Congress Blames Low Markup For Department Store Appliance Losses 


1938 Typical Refrigeration Department Merchandising & Operating eccie | 


Age of Stock at Inventory Total 


Sales% Returns% _ Sales % % % Operating Profit 

Mark Gross Stock To Last To Gross Per Under 6-12 12-18 Expense % or 
Markup Down Margin Turns Year Sales Sq. Ft. 6 Mos. Mos. Mos. To Sales Loss 
GROUP I! (Sales Volume $500,000 to x ,000,000) 
35.6 y fe | 27.4 3.1 22.1 40 50 34 8 40.3 L 12.9 
GROUP II (Sales Volume $1,000,000 to $2,000,000) 
37.2 4.8 30.0 4.1 70 15.9 44 64 30 3 38.9 L 8.9 
GROUP III (Sales Volume $2,000,000 to $5,000,000) 
34.9 6.0 27.6 3.8 72 oT .7 44 56 36 4 37.1 L 9.5 
GROUP IV (Sales Volume $5,000,000 * <818.000,000) 
34.6 6.4 27.5 5.8 8.6 49 70 24 3 38.1 L 10.6 
GROUP V (Sales Volume Over $10,000,000) 
32.6 6.0 26.0 4.4 70 18.2 55 70 25 3 38.2 L 12.2 

1938 Typical Merchandising & Operating Results For Major . 

Appliances Other Than Refrigerators 
Age of Stock at Inventory Total 
Sales% Returns% Sales % % % Operating Profit 

Mark Gross Stock To Last To Gross Per Under 6-12 12-18 Expense % or 
Markup Down Margin Turns Year Sales Sq. Ft. 6 Mos. Mos. Mos. To Sales Loss 
GROUP I (Sales Volume $500,000 to ~—— 
Stat 6.5 28.6 2.6 13.9 34 66 22 6 41.3 L 12.7 
GROUP II (Sales Volume $1,000,000 to aes 
38.9 5.3 30.4 3.1 17.3 32 57 24 11 42.8 L 12.4 
GROUP II! (Sales Volume $2,000,000 to $5,000,000) 
38.5 7.2 29.5 3.6 80 15.1 42 73 13 c 40.9 L 11.4 
GROUP IV (Sales Volume $5,000,000 to $10,000,000) 
38.4 6.1 30.1 4.2 88 18.2 42 75 17 4 39.9 L 9.8 
GROUP V (Sales Volume Over $10,000,000) 
38.0 7.4 29.0 4.0 75 16.5 35 67 21 8 37.6 L 8.6 


TO ASSURE QUIET 


TROUBLE-FREE 


BONDERIZE 


AGAINST RUST 


TO ASSURE PROTECTION 


|” ipa than sixty years of appliance build- parts. Thus, enamel is stabilized, rust is 
ing experience is reflected in the 1939 defeated and finish durability is assured. 


line of Blackstone Washers and _ Ironers. 
Engineered for greater operating efficiency, 
they appeal to the discriminating buyer. 


The effectiveness of Bonderizing on products 
that will be exposed to corrosive conditions 
is a well known feature to careful buyers. It 


Contributing to their effective sales appeal is an important point that the alert salesman 
is the lustrous “Supernamel” finish, applied can use to advantage. The customer will ap- 
over Bonderizing on all important steel preciate knowing about this essential quality. 


PARKER RUST-PROOF COMPANY, 2197 E. MILWAUKEE AVE., DETROIT, 


Send For This Book 


It describes Bonderizing in 
detail and gives the salesman 
a new talking point that helps 
close deals. 
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MICHIGAN 


R0Cli0s CONQUER RUST 


“ BONDERIZING * PARKERIZING | 


NEW YORK CITY—Some of the 
reasons why the appliance depart- 
ment in 1938 made the poorest 
showing of any department store 
department with the exception of 
patterns (as reported in the June 21 
issue of the NEWS) is indicated in 
the official “interpretation,” just re- 
leased, of the study of department 
and merchandising results made by 
the Controllers’ Congress of the 
National Retail Dry Goods Associa- 
tion. 

Results for the refrigerator de- 
partmental activity shows that the 
loss on refrigerators alone as com- 
pared with the whole appliance 
department was even slightly worse 
than that shown by the reports for 
the entire major appliance depart- 
ment. 

In 1938 the average loss shown 
for refrigerator department as deter- 
mined by the Controllers’ Congress 
study was 10.4%, as compared with 
4.5% loss in 1937, and an average 
loss of 5.2% in 1936. 

The controllers’ own “interpreta- 
tion” of the study points to several 
factors as being responsible for the 
poor showing of the appliance and 
refrigeration departments. It says: 

“The Mechanical Refrigeration De- 
partment experienced a shrinkage of 
gross margin from 30.4% in 1937 to 
28.1% in 1938. The contributing 
factors were loss in markon, an 
increase to 6% in markdowns from 
4.5% the year before, and an expan- 
sion of workroom (installation and 
service) costs... . 

“Gross margin was low in Other 
Major Household Appliances, despite 


|Report of Oceana heen Shows Jus 
How Books of Big Stores Record The Loss 


partments fared best of al] the 
departments in this division with 
respect to sales volume comparison 
with 1937. Each experienced a drop 
in sales of but 3%, which compares 
favorably with the 7% sales loss of 
the store as a whole... . 

“In sharp contrast to these experj- 
ences, the Mechanical Refrigeration 
Department lost 30% in sales volume 
and Other Appliances 20%. These 
volume dips were the two hizhest 
of all the departments for which data 
was gathered. 

“The decline of the average sale 
in the fall in Mechanical Refrizera. 
tion shows the influence of the 
special promotions employed to 
bolster up volume. ... 

“Sales productivity on the basis 
of selling area for the departments 
within the division is not high, 
despite the high average transaction 
value which some of these depart- 
ments show. 

“Mechanical Refrigeration, with a 
notably high’ salescheck, records 
annual sales per square foot only on 
a par with such departments as 
Stationery, Children’s Hosiery and 
Knit Underwear, and less than Candy 
where the average unit of sale is 
but $.39. 

“Also it should be noted that due 
to the decline in sales which the 
Mechanical Refrigeration Depart- 
ment experienced, probably as the 
most important factor, sales of this 
department per square foot of selling 
space dropped sharply from $62 in 
1937 to $45 in 1938.... 

“It may also be observed that the 


Appliance Departments incurred rela- (/ 


Typical Refrigeration Department Operating 
Expenses (% to Sales) 


Group Group Group Group Group Z 
I tl il IV Vv 

Administrative ............... 8.6 8.6 8.0 7.5 7.5 
OORT 68655050045 2600008%8 4.2 2.6 4.6 sf 6.1 
PEE Veter ke sessosiseceees 4.2 5.5 5.1 5.6 6.3 
DEE. Siero oebeeverneeveeoes 4.3 4.5 4.7 5.1 4.0 
Selling 

(a) Salespeople ............. 13.8 10.6 10.1 9.7 9.2 

(b) General Selling Expense.. 1.7 2.6 2.2 2.5 3.2 

(c) Delivery Expense ...... . 2.4 Bee 1.3 avd 0.7 

(d) Total Sales Expense..... 18.6 15.5 13.9 13.6 13.6 
Total Operating Expense...... 40.3 38.9 37.1 38.1 38.2 


Group | Group II 


Comparison of Refrigeration Department 
Operating Results By Years 


Group III Group IV Group V 


in Other Appliances increased to 
6.5% in 1938 from 4.6% in 1937. 
Another influence affecting the drop 
in gross margin in this department 
from 31.2 to 30% was the higher 
workroom cost, 5% compared with 
SBM. ss 

“Evidencing the large drop in 
sales experienced by the Mechanical 
Refrigeration Department, is_ the 
lower stock turn rate 3.8 for 1938 
compared with 5.1 in 1937 and 5.8 
in .1936. . . 

The Gift “Shop and the Radio, 
Talking Machines, and Record De- 


eee ee ree L 12.9 L 8.9 L 9.5 L 10.6 L 12.2 
eRe agie L 8.4 L 2.5 L 3.6 L 4.1 L 3.9 lr 
 ererrrere re L 4.0 L 2.6 L 4.2 i 8.7 me Ouk 
a better markon than was shown in | tively low occupancy costs, reflecting 
mechanical refrigeration. Markdowns | the compactness of inventory value 


as well as the system of distribution 

which depends on manufacturers 
distributing agencies, or warehouses \L 
for a part of selling stock and per- 

mitting sales on the floor to be made 

from sample. . . 

“One factor, which may account 
for the poor showing which these 
departments make has seemed to 
warrant the criticism which has often 
been directed against the department. 
This factor is the low markon which 
is suggested by or partially con- 
trolled by the manufacturers of 
mechanical refrigerators.” 


— 


Typical 1938 Operating Expenses For a Major 
Appliance Department (Exclusive of Refrigerators) 


Group Grou Grou Group Group 
1 Th nm IV V The ¢ 
Administrative ............... 9.4 8.6 8.2 7.9 7.2 BUT] 
ET chk a ceccaneeseusses 4.6 7.9 4.9 6.1 6.4 
SET bc bnéucenrventereeens 4.8 5.4 6.5 6.5 7.5 added 
Eh cncctaoseehnennd eb 4.5 5.0 4.4 4.6 3.6 : 
Selling Write, 
(a) Salespeople ............ 14.2 10.6 11.4 9.7 7.5 
(b) General Selling Expense.. 2.4 2.9 4.2 2.9 2.8 
(c) Delivery Expense ....... 1.2 1.5 1.4 1.3 1.7 
(d) Total Sales Expense..... 17.8 5.9 17.2 14.3 12.6 
Total Operating Expense ...... 41.3 2.8 9 39.9 37.6 


Group I Group II 


Comparison of Operating Results For Appliance 
Department (Exclusive of Refrigeration) By Year 


| 
om | 


Group II Groupiv Group 


Pepper L 12.7 L 12.4 L 11.4 L 9.8 L 8.6 
Banaras L 8.1 L 6.3 L 4.6 L 6.8 L 3.3 
EE ve cbasccace L 5.8 4.9 L 2.4 L 3.2 L 3.8 


: 
ff 


ri a “ ‘ee = Z Ba 7 Ae] 
BoM : = 5, Cepia cle ae ee 1M 
ge. Cer oy ame Sn Sel See Veena Seer 
ne ee a.” a + ae 7 . 
ee em 


dh TE SNE RG yon Rk 


an tie Se © Maes ee oie m . ER tien tee Pen eect Ce eee te os SSS feb teria. : : 4 ,. — i weit Sede} pat ee Be I ae, Yc ae = Ss eis ae 
: i +a ALF 
} Y * bx = _ 
Ll eee oe ees 
ne 
a ios Se 
Ag I cc 
ere 
: ee 
iY ne Enea 
Vetere me 
; see PK oo 
at 
| i | 
| 
| 
| | 
| . 
| 
oC ae '* 
Rages 2 Rete 
ie Ze Pee. 
ee 
r es | 
a ad “Si 
ee de 
Pee th MBS 
te a 
ee 
Te 
CaN canal 
on me, 
ey 
ra ne sss sess 
i = < ; ed 
ian 4 ’ 3 
ya ed i 
ee ae . ‘ - 
“ae ‘ ioe ~~ ¥ = 
| & fa 
"i | 33 
r .« — 
- : 
oe > - 4 ass 
a : . : 3 ‘ ey ms 
va ee , , % " * eee 
ae ; » . <i , a e eet 
bd me te; | es : vs ai 
eek * « if 3 i 5 $ i ? : . ESP EOE Reig OSS TRE RE oe 3 ere tte: 
ears. ing fe L) s a ECE : RENE Be a oe ee “RRR, Soe Sa tk aos — , 
- j ¥ BR ee er : : ie ee Se ern OE te ee ites IEA a 
4 % AY = eon oe ee Ree gs oe 
- Se se ‘ ; Oe. oe ee : : Bs a ot : eg eae ® 
=e yen Oe ee : : oan 8 aes ee ee 
ae ee a ee re 
, P fe titi | Bee a ee 
aia 7 ” } Yay eee eg Rar Re es he Se Soe oe eS 
- s é $e. Xs SR ESE a eee . oe ee Ea, 
7 - ‘ . se 2 es i Se eye e ra eels AR ees t Se ae x ot 4 eee 
a Se ; oe eats, Bae ty ee eda Se. Ae id oe 
ee ie ie ee &'s Secu S Bein. Gers ‘ eee oe 
a f - 4 ¥* ie ots Sia aes a Keone 
4 . a a ae ; . ie : oy — Paes —_ . 
4 mets : ‘ ei 5 = ao : ee S 
eee Ff re. : : ‘ BA eie “Gade eae it SS 
ae ees : a? “i lao “al Sere 4 itt a SSS SSS SSS sD 
on ras , a ce oa ee % & % ag as es 
jd lol € i ‘ | * me rt \ # ‘. a % ————_ ‘s . 
es a ie, a ; a ‘ 2 ¢ * Zz. : e4 
eae oe ‘ , . oe 4 
a. “ik , : ee . 3 ; * ? * - 
Pome a ae me ‘~ © > Ps eh 4 , 
ht : a. > eas : f pine ’ 
aa a i ie . <  * .<ee Pantin | 
ee agar 4 *S a A . i o> Beste “~ \. a b a e Jal ‘ ae es ea 2 
a el (elt SS 
a ‘ in . = co a . " . on BE ey a cae - 
‘Daten : du Oa ge Me ee : 
ea ce :.. a ——— 
7 i — oy io wee et eet ‘ 
oa a>: es y e 
“Se Si oe : *~ : ' ' 
2m . a .° — % and = 
: p Hee rity . 2. zi 
ie ’ ~- 2 — os : 
oe<> 3 % es x =. Bis oy ‘s eg , — = J 
: >’... ae oe — 
i. (= a ; 
‘J: . . sen. ‘ : 
es (3 a on as Be a 
x, ee ; ee —% 
oe. +s Fy 7 . es Ta : ee ; 
m zt. - natant — ES 
Ses aay, a DIAC TON as a y : 
j iy at fe 3° ee “ agi _ vee F 
. ‘ a am Ha , — : : F 
i re? ae = ‘ mai ~' a 
{ ~~. “oa sae — 
ee ce Ee SSeS Ss 
ne on scnsehininsiatatiiiaanneth — 
x j xX 
| a 
ye 
b ev. 7 £ 
4 eee | P 
‘ Sat E 
a 
’ Bien? 
ee . ee eee a -— 5 ; cs = 2 : : eae . ‘ = : 8 . Oe eee: > ee : A 
4 = a | ‘ " . .] - yo . 
: a ie’) Soel eee ARE ie Mie 
% i e.g soled bé - ; —. i cin § get ck 
.o P a Kae’ . ae iS ree , ee" 
2 Py . eo) ae ee 
“ee Ge ‘ epee ek 5 bs aS 
a Ag a7 7 < bia he —_ 
®t 4 oe ; 
i att rs a - aa be eye ' : —" 
ee a git, ee: ie te , 
+, es 4 ° a a eee a eee A | ee ee: ae ee Sa a oe ae a ae 


AIR CONDITIONING & REFRIGERATION NEWS, JULY 12, 1939 3 


CROSLEY DEALERS | 


HAVE THE BEST AUTO RADIO 
POSITION IN THE INDUSTRY 


‘| 4] THE LOWEST PRICED AUTO $4 4199 
gera- : — 
the 
| tt , e 
J RADIO ON THE MARKET AT =. 
nents os Bek : Ros Sunn Ma Se es sc So SSS : 
high, — 
ction 
part- 
sod HERE IS VALUE! It’s a sturdy, remarkably performing radio that owners will 
— be as enthusiastic about as the original ROAMIO FIVER. This, too, is a five work- 
‘. ing tube set with a noise level to give good reception at all car speeds. The edge 
ancy lighted dial provides sharp visibility. It’s a Crosley achievement ! 
le is 
ie Used car dealers can move their used cars a lot faster when equipped with this in- 
an expensive yet effective set. Experience on used car lots in many cities shows a BIG 
a market if you'll go after it. 
sling 
52 in aes 
t the ae 
rela- a 
| $ a3 : : 
-| 4 OVER THE OLD ROAMIO FIVER AT 
Vv * : 3 
8:3 
7 AUTOMATIC ELECTRIC TUNING,—“‘feather touch” we call it, is but one of 
32 the improvements in this masterpiece, the 5-tube MAGNETUNE FIVER ROAMIO, 
3.8 we offer just below $20. Illuminated call letters is another. Greater sensitivity, 
— more efficient performance and finer tone mark this a greater success than the FIVER 
it replaces of last season. It’s an easy seller. Nothing like it on the market at its 
price level—and nothing like its instantaneous finger touch tuning AT ANY PRICE. 
yup V 
12.2 ‘ 
3.9 
6.1 
value 
ution 
- ] get 
per- 
count 
these 
Pi SIX TUBE MAGNETUNE SIXER—the best in auto radio. Oscillator coil 
peed sealed in glass eliminates mis-tuning from extreme temperature and humidity changes. 
he 2-position tone control is another innovation, new to auto radios. To cap this sensi- 
tive “feather touch’ automatic tuning offers the cleverest station selector yet 
sor devised for ANY radio. It’s a Crosley triumph. 
ors) 
v The CROSLEY auto radio position is better than last year—when we swept the country with the competition-stopping PUSH a 


BUTTON ROAMIO FIVER. Not content to rest on that achievement the 3 models of the 1939 line offer improved engineering, 
added features and lowered prices for the BEST selling you have ever enjoyed in this field. See your Crosley distributor or 
Prices slightly higher in South and West 


“-ITHE CROSLEY CORPORATION 


up V 
— POWEL CROSLEY, Jr., President Home of “the Nation’s Station””—WLW—70 on your dial CINCINNATI 
See the Crosley Building at the New York World’s Fair 
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Department Ctores 


Making a Game of Sales Education 
With Employes Running the Show 
Is Big Success With Coast Store 


By Florence L. Luman, Educational Director, 
The White House, San Francisco, Calif.* 


O your salespeople ever invite 
D you to participate in an educa- 
tional activity which they are 
conducting ? 

Have your salespeople ever sug- 
gested that they come in long before 
store opening to tour departments 
other than their own in their desire 
to become better acquainted with the 
store as a whole? 

Do your salespeople say, “Coming 
to work now is more like playing 
a game?” 

Have your salespeople ever writ- 
ten a letter to your educational 
department thanking its members 
for their cooperation and help? 

Are your salespeople so interested 
and enthusiastic about learning more 
that they may sell more, that “train- 
ing” in a formal sense of the word 
has largely disappeared and is re- 


*Extracts from an address before mid- 
year convention, National Retail Dry 
Goods Association, Hotel Fairmont, San 
Francisco. 


placed by a program of self develop- 
ment, planned and executed by these 
same salespeople? 

These things have happened in our 
store, and while our program is still 
growing and is far from perfection, 
it may interest you to know how the 
spirit which prompts this greater 
interest, enthusiasm, initiative, and 
job pride on the part of our sales- 
people has developed. 

Before we go further, we want to 
explain that the program which we 
describe is not a substitute for your 
educational department. For, today, 
more than ever before in retailing, 
when the cost of selling merchandise 
has increased so alarmingly, there 
is no substitute for a courageous, 
adaptable, imaginative, vibrant, 
understanding, patient, tolerant, ex- 
pense and sales conscious educational 
staff. 

With guidance, certain phases of 
our sales educational program are 


carried on more painlessly, effec- 


tively, and productively by our sales- 
people than by any other division in 
the store. It started with our 
ready-to-wear and accessory fashion 
training. ; 

Employe fashion shows as you 
know, cannot be held during business 
hours; so we held ours on Saturday 
morning, a half hour before the 
opening of the store. Our people 
were invited to attend. The shows 
were, on the whole, good. We put 
as much thought and effort into them 


as we would into a show for the . 


public. The notices were inviting 
with sketches, and lively copy; mer- 
chandise was completely ensembled; 
everything was modeled; the com- 
mentator brought a little humor into 
her patter; there was always a 
theme or a new angle. The audience 
was enthusiastic; they were enter- 
tained while they learned about cur- 
rent fashion. 

But the audiences were always the 
same group of interested, ambitious 
people who probably would have 
come even if we hadn’t triéd so hard 
each time to outdo the last show. 

How to make more of our people 
really fashion conscious! How to 
make “Fashion” a topic discussed 
from the linens and domestics to the 
men’s furnishings departments! That 
was our problem. 


AN UNUSUAL CONTEST 


We announced a “Good Taste” 
contest, with cash prizes for the 
winners. The contest was open to 
every woman in the store. All the 
contestants had to do was decide 
what type of outfit suited their 
personalities best, then go through 
our stocks and select anything they 
cared to wear so long as the com- 
pleted ensemble was in good taste. 


DULUX 


REGUS PAT. OFF. 


FINISH 


ON EXTERIOR 


OMEN want to be sure the refrigerators 

they buy will keep their sparkling white- 
ness, in spite of household greases, food stains, 
and general wear and tear. 


That’s why so many alert dealers and sales- 
men use this famous blue-and-silver DULUX 
seal to such profitable advantage. When 
women see that a refrigerator is finished with 
DULUX, they know they’re getting the full 
value that the Du Pont reputation assures 
them. They will listen with interest when you 


tell them about the advantages of DULUX— 
its whiteness retention, its durability, its ease 
of cleaning. It makes the sale far easier. 


Point out the DULUX Seal the next time 
you talk to a prospect. Prove to yourself how 
it can be put to work for you. E. I. du Pont 
de Nemours & Co., Inc., Finishes Division, 
Wilmington, Delaware. 

. . e 


Visit the DuPont‘‘Wonder World of Chemistry” exhibits at the New 
York World’s Fair and the Golden Gate international Exposition 


RC6. yu. 5. pat. OFF 


It was announced that the winners 
would be selected by popular ap- 
plause, recorded on an applause 
machine. 

Never before have we known such 
buzzing, such interest, such whisper- 
ing of secrets. Ready-to-wear people 
knew the accessory stocks almost 
as well as the salespeople in those 
departments. Accessory people in 
turn knew the ready-to-wear stocks. 
For the first time, in the history of 
the White House Fashion Shows, 
men became bridegrooms, escorts in 
tails, or fishing partners in blue 
jeans. 


LINE UP FOR SHOW 


The morning of the show found 
the contestants and audience assem- 
bled long before the appointed time. 
Elevator men, porters, nen-selling 
co-workers, and most important, 
salespeople who never before had 
shown the slightest interest, arrived 
in groups to applaud this friend or 
that. The men’s clothing and fur- 
nishings turned out en masse; they 
had to see “Andy” in a monkey suit. 
Tea room employes came, for wasn’t 
one of their bus boys a red cap? 
The beauty salon was well repre- 
sented, for hadn’t they dressed the 
models’ hair and given them last 
minute make-ups? 

That success was our cue! From 
that time on, all employe fashion 
shows were put on by the sales- 
people; and from that time on there 
was real interest and response. 

Shortly after that experience, the 
White House Fashion Club was 
organized. About thirty salespeople 
and heads of stock met and laid plans 
for the serious study of fashion. 
Members elect their own officers; 
administer their own finances; make 
their own by-laws; and plan their 
own programs. Now more than one 
third of our selling personnel are 
active members. 


NIGHT SELLING CLINICS 


You will want to know some of 
their educational activities. As men- 
tioned above, they stage the employe 
fashion shows, with their own mem- 
bers as commentators, unless they 
invite one of the executives as guest 
commentator. They hold evening 
selling clinics for which there is a 
supper charge. 


It is the members who sell the 
tickets for these clinics, not the 
educational department. They supply 
the educational department with 
information for fashion manuals 
which are distributed at these clinics. 
They hold periodic breakfast meet- 
ings at which their own members 
report on fashion, or to which they 
invite prominent guest speakers on 
textiles, salesmanship, consumer 
movements, etc. 


BUYERS TALK ON RETURN 


They invite buyers returning from 
the New York market, or visiting 
New York buyers, as their breakfast 
guests and then get first-hand ac- 
counts of what is being shown on the 
Avenue and what is coming into our 
own stocks. The club is underwrit- 
ing a course to be given this fall in 
the “Culture of Fashion.” 


One of our members in the textile 
division felt that her department was 
being neglected and that something 
Should be done to make people 
recognize the fashion significance of 
yard goods and to stimulate interest 
in sewing. This fall, in cooperation 
with her buyer, we’re going to have 
a “sew your own” contest and 
fashion show—open to every woman 
in the store. 


At this point you may well ask, 
“Does your plan embrace only 
fashion?” In answer let me Say 
first that we have fashion for sale 
in every department in our store; 
we want our people to realize that 
“Fashion” is not a word confined to 
ready-to-wear and accessories. 


‘FASHION’ A KEYNOTE 


We want their selling appeal to 
be to the fashion acceptance of red 
enamel pots and pans as well as to 
the quality, use, performance, and 
value. In addition to this broader 
interpretation of the word “Fashion,” 
we have mentioned textiles, sales- 
manship, and consumer movements 
as subjects the group has considered. 


At the present time, we are con- 
ducting tours through our home 
furnishings division. One of our 
members suggested that since sales- 
people have so little opportunity to 
really know their store, it would be 
worthwhile to assemble one hour and 
15 minutes before the opening of the 
store in order that home furnishings 
buyers might be given opportunity 
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to really display their merchandig, 
to advantage. 

This idea has been so enthug. 
astically pursued that it is arousing 
the interest and curiosity of th, 
home furnishings salespeople. Ag , 
result the club is now Planning 
membership drive and expects to 
broaden its activities to cover hom, 
furnishings. 


MUST HAVE HELP 


But don’t think that such a grow 
can be started and then left t 
progress on its own momentum, 
Management has a very important 
part in this activity. It must giv 
the club dignity and importance by 
its support. Our management meet; 
one half of the yearly dues collecteg 
The members of the management 
attend the meetings to which they 
are invited. (You see, the shoe jg 
on the other foot now.) 

Salespeople want to feel that what 
they are doing is worthwhile, 
recognized, is appreciated, and is im. 
portant. Only management cap 
satisfy that great want. Managemen} 
must not only accept its actiye 
share in such a program, it mug 
be tolerant of imperfection, patient 
and understanding of the time ee. 
ment in effecting results. 

We could talk for hours about the 
many facets and avenues of possi 
bilities that such a technique offers 
Members tell their customers about 
the Fashion Club and don’t think 
customers aren’t impressed. 


‘IT’S FUN NOW’ 


One girl said not long ago, “It's 
fun to come to work now. We dont 
get stale with just selling negligees, 
My job has become more like play. 
ing a game.” 

A salesperson in the jewelry de. 
partment said recently, “We have a 
big job ahead of us. We have to 
get the home furnishings peopk 
interested and then the men’s ée. 
partments. We could help them a 
lot and they could help us, too. Why 
we’ve only scratched the surface." 
You see they’re partners in the busi- 
ness now. They’re not just units of 
production. 

This principle which we describe is 
not confined to a club’s program. 
We have found it effective in han- 
dling other types of activities, too. 
In a salesmanship forum this spring, 
for which participants paid tuition, 
it was the salespeople themselves 
who determined the procedure we 
followed. 


THEY’RE ‘SHOPPERS’ 


They shopped competitive depart: 
ments just as a service shopper 
might shop them. They filled out 
service rating blanks and then i 
group discussion, analyzed the sales 
technique. Effective methods wert 
charted and ineffective ones wert 
discussed from the point of view of 
what should have been done to suc: 
cessfully conclude the sale. This self 
training had greater force, we be 
lieve, than an extended course of 
salesmanship lectures delivered by 4 
gifted and dynamic orator. 


RECOGNITION BIG THING 


In closing let us look behind the 
theory we have described to lea 
why this program is finding accept 
ance with our salespeople. We 
are motivated by a basic law 
human behavior—that law  whicl 
tells us that behind all action ther 
is a want and a belief that what ome 
is doing will help to satisfy tha 
want. Like you and me, the sales 
person wants to be recognized; lt 
wants response and a feeling thi! 
what he is doing is worthwhile a 
important. He wants to be apprect 
ated. He wants someone to listen ™ 
what he has to say. He wants 
feel that he is creative; he crave 
conquest. 

He likes the excitement of playing 
a game, of competing, and like you 
and me, he wants the approval ° 
the group. He wants his job to Ly 
interesting. He wants job security 
and peace of mind. He wants . 
things greater income wil! bring 
him and some want greater respons’ 
bility and promotion. We believe th 
our program satisfies many of thes 
wants directly and some indirectl) 

We don’t offer our approaci: 45 
cure-all for all or even many of t™ 
problems of training the salespers” 
to sell more merchandise more eff* 
tively. But we know that if we a 
worthy of management’s increas 
confidence in our function and if ¥ 
qualify as leaders in that great 
Human Engineering, then we ™™ 
never lose sight of that - 
principle in education, “Teaching © 
not filling a bucket—it is light 
a lamp.” This we are trying ©" 


the 
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Luncheon Club Members Prove Willingness 
To ‘Chip In’ For Comfort Cooling System 


sT. LOUIS—Increasing oppor- 
tunities for “plus” business for air- 
conditioning firms in installations in 
noonday luncheon clubs, small or- 
ganizations having private meeting 
rooms and the like, is evidenced in 
st. Louis with examples of such pos- 
sibilities showing in the current air 
conditioning of the Missouri Athletic 
Club’s lounge room, and the Stack 
Club‘s luncheon club headquarters. 

The Stack Club is one of the more 
democratic of St. Louis luncheon 
clubs and recently spent $16,000 in 
building new air-conditioned rooms in 
a penthouse atop the Ambassador 
Building at Seventh and Locust Sts. 
The Stack Club was so named be- 
cause it formerly met at 717 St. 


Brandeis Co. Working 
On Wide Variety of 
‘Big Jobs’ This Year 


LOUISVILLE, Ky.—Emphasis on 
heavy contract work has been the 
pasis for the air-conditioning activi- 
ties of the Brandeis Machinery & 
Supply Co. here this year. Last year 
the firm had five men concentrating 
on the sale of Carrier portable room 
coolers, but this year only one man 
is so employed, according to W. J. 
Davis, manager of the firm’s Carrier 
department. 

Work now under construction by 
the Brandeis firm includes Stewart 
Dry Goods Co. (department store), 
120 tons; Lincoln Bank & Trust Co., 
105 tons, of which 40 tons is “Freon” 
and the balance well water; Rodes 
Rapier Co. (men’s furnishings), 28 
tons; Herbert Crolle Funeral Home, 
8 tons; C. D. S. Drug Store, 6 tons; 
Grocers Baking Co., Owensborough, 
Ky., 7 tons (dough retarding room) ; 
Louis Apfel Co. (men’s store), 30 
tons; Mitchell-Baker-Smith Co. (de- 
partment store), Lexington, Ky., 46 
tons; Walgreen Drug Co., Lexington, 
Ky., 18 tons; Joseph E. Seagrams & 
Sons (gin ingredients building), 15 
tons. 

The air-conditioning department of 
the Brandeis company also handles 
pumps and Diesel engines including 
contracts for the complete erection 
of this type of equipment. According 
to Mr. Davis, this arrangement keeps 
the organization busy through the 
winter months and makes a well 
rounded all-year operation. 

Personnel of the Brandeis com- 
pany includes Mr. Davis, department 
manager; W. R. Ward, air-condition- 
ing sales engineer on contract work; 
Edwin T, George, air-conditioning 
unit salesman; J. R. Allen and Ken- 
neth Hess, engineers; and George S. 
Cook, superintendent of construction 
and erection. 

The Brandeis company, which 
deals in many types of heavy ma- 
chinery, is housed in a modernistic 
completely air-conditioned building 
Mm an industrial district of Louisville. 


Herman Nelson Has New 


Self-Contained Model 


MO! INE, Il—A _ self-contained 
unit for cooling and dehumidification 
has recently been introduced by 
Herman Nelson Corp. 

Unit consists of a reciprocating- 


type “Freon” compressor, water- 
cooled condenser, evaporator, fan, 
and motor, all automatically con- 
trolled and housed in a cabinet of 


heavy-gauge steel. 

Capacity of the unit is % tons. 
Sensible heat rating is 6,400 B.t.u., 
total heat rating 9,000 B.t.u., and 
air circulation 360 c.f.m. : 


Window Units Installed 
In World's Fair House 


NEW YORK CITY—The two bed- 
rooms in the “Town of Tomorrow’s” 
No. i house have been equipped with 
Northwind” model Pleasantaire 
room cooler units. 


Charles St. where a huge stack runs 
from below street level high in the 
sky to carry off fumes and smoke 
from the Terminal Railway tunnel. 

In this particular instance the 
building put up half the cost of the 
penthouse and its equipment and the 
members chipped in with the other 
half. The club will repay the build- 
ing owners the other half over a 
period of years. 

The Stack Club was started as 
friendly rival to the Noonday Club 
over 15 years ago, and has more than 
ninety members. The new club and 
its fine equipment was shown off to 
the wives and lady friends of the 
members recently in an unusual in- 
vitation which read: “For you the 
Stack Club has probably never been 
anything but a pain in the medulla 
oblongata and menace to the serenity 
of your home life. Here’s your 
chance to see for yourself what a 
swell place it really it is and how it 
can be counted upon to exert a 
benign influence on your old man 
from here in.” 


Air Conditioning Show In Town of 17,000 
Nets Four Quick Sales and 550 Visitors 


BEAVER FALLS, Pa.—How air 
conditioning can be sold in a town of 
17,000 people was demonstrated here 
during the Air Conditioning Show 
sponsored by the Air Conditioning 
Bureau of the Electric League of 
Pittsburgh. Four installations hav- 
ing a total of 6644 connected horse- 
power were the immediate result of 
the show and many prospects for 
future installations were developed. 


While the air-conditioning show 
was in progress educational and 
promotional meetings were held with 
various groups, such as Kiwanis, 
Rotary, and Lions Clubs. Other 
special meetings included Ladies 
Day, Merchants Night, and Indus- 
trial Executives Night. 

Attendance at the show was 550 
people, covering the best prospects 
in the district, and several thousand 
lines of publicity were published by 
local newspapers. 


Distributors signed two local deal- 
ers for air-conditioning equipment 
while the show was in progress, and 
a thorough canvass of the towns in 
Beaver Valley by salesmen resulted 
in a backlog of prospects. 


Up until the time the Air Condi- 
tioning Show opened this year only 
two installations having a total of 
7 hp. were in operation in the 
district. 


F. B. Mahon, secretary of the Air 
Conditioning Bureau _ states’ that 
participants believe that the pro- 
motion will pay additional dividends 
during the balance of this year and 
for years to come. 


Moock To Sell Airtemp 


CLEVELAND — Moock Electric 
Supply Co. has been named distribu- 
tor for Airtemp packaged air-condi- 
tioning equipment in the Cleveland 
area. The firm’s territory will cover 
Cleveland, Canton, Youngstown, and 
Akron. 


Toledo University Conducts 
Conditioning Course 


TOLEDO—A six-week’s course in 
heating and air conditioning is being 
held at Toledo University this 
summer, with local contractors com- 
prising most of the _ students. 
Classes are being held on Monday, 
Wednesday, and Friday. 


Spraying Systems Co. Moves 


CHICAGO—Spraying Systems Co., 
manufacturer of various types of 
spray devices, has moved its offices 
and plant to new and larger quar- 
ters at 4021 W. Lake St. here. 


69 Conditioners Sold By’ 
N. Y. Dealers In May 


NEW YORK CITY—Led by restau- 
rants and retail stores, air-condi- 
tioning installations in the territory 
of Consolidated Edison Co. and 
subsidiaries totaled 69 during May, 
to bring the number of contracts 
for cooling equipment to 241 in the 
first five months of the year. 

Restaurant installations during 
the month totaled 29, with retail 
stores accounting for another 11 jobs. 
Other leaders during the month in- 
cluded hotel public rooms, with six 
installations, theaters with five, gen- 
eral offices with four, and _ the 
World’s Fair, barber and beauty 
shops, showrooms, and department 
stores with two each. 


Tabulated installations, by busi- 
ness classifications, for the year’s 
first five months follow: 


Restaurants 
Retail Stores 
World's Fair 
Offices 
I Cnet e555 bh06055-4555 
Hotel Public Rooms 
Theaters 
Department Stores 
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Every Brunner Unit is tested for Underwriters’ Laboratories Approval and Carries the U. L. Seal 


Basically, a condensing unit is a mechanism for the transfer of 
heat. The more efficiently that heat is transfered (or dispelled 
from the refrigerant) the more economical is the refrigeration. 
To this end, the design of Brunner cylinders and cylinder heads 
lends a hand. Cast with extra large fin surfaces, the external 
cylinder area radiates heat sufficiently from the walls to main- 


tain the lowest possible temperature. Similarly is heat dispelled 
from the large fins of the cylinder heads—and here, by pro- 
moting more rapid radiation, gives the added advantage of 


a temperature sufficiently low to prevent the circulating oil 


from oxidizing. In short, while these fin surfaces become hot, 


extreme temperatures of the ordinary fin designs are avoided, 


with a consequent gain in overall refrigerating efficiency... 


Operating advantages such as these are embodied throughout 


the entire Brunner design. Better investigate! Brunner refriger- 


ating and air conditoning equipment today is cutting costs on 
all types of installations up to 15 tons of refrigeration. Catalog 
on request. Brunner Manufacturing Co., Utica, N. Y., U. S.A. 
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| Commercial Re rigeration 


« 
Sterilamp Stops Mold 


In Storage Room Job 


DURANGO, Colo.—Use of West- 
inghouse Sterilamp equipment is said 
to have effectively prevented mold 
growth on produce in refrigerated 
storage for McDonald Produce Co. 

Encouraged by the results of the 
initial experimental installation, the 
company recently has put two more 
of the lamps into use to protect 
perishable produce and keep it in 
salable condition for longer periods. 

In testing the original lamp, 20 
boxes of unsalable tomatoes, covered 
with mold, ‘were placed in a 
5 x 7 x 7%-foot room, in which the 
lamp was installed. Irradiation stop- 
ped mold growth on the fruit directly 
irradiated, it was found, and even 
tomatoes shielded from exposure in 
the bottom remained fresh. 

Grapes, even in refrigerated stor- 
age, usually begin to show signs of 
mold within five days of the time 
they are stored, and are generally 
unsalable at the end of 12 days. 
Stored in a compartment with a con- 
stantly operating Sterilamp, grapes 
were reported in perfect condition 
at the end of five weeks. 

Bananas were the only fruit on 
which the lamp had any undesirable 
effect. These underwent a darkening 
of the skin. 


Installation Duplicates 
French Wine Cellars, 
Saves the ‘Bouquet’ 


NEW YORK CITY—Conditions ap- 
proximating those in the famous 
wine cellars of France are main- 
tained today in the French Pavilion 
at the New York World’s Fair for the 
storage of rare wines served in the 
restaurant. 

Temperature is kept at a constant 
60° F. at all times by mechanical 
refrigeration units and cold diffusers. 

The artificial “wine cellars’? which 
are located on an upper floor, were 
decided upon after experts ruled that 
fine French wines would lose body 
and bouquet if left in varying tem- 
peratures. After experimentations by 
Carrier engineers, cold diffusers and 
refrigeration were found to fur- 
nish conditions closely approximating 
these at Rheims and other wine 
centers. 

Through the re-use of condenser 
water, engineers have cut cooling 
costs at the French Pavilion. The 
condenser water from the refrigerat- 
ing units which cool the auditorium 
and south restaurant is sprayed on 
the roofs of these areas to remove 
part of the heat load from these 
sources. This brings about a con- 
siderable reduction in the amount of 
refrigeration needed. 


Coils Part of Walls 
In Truck System 


KANSAS CITY, Mo.—New wrinkle 
in refrigerated truck construction 
has been developed by Nathan Bara- 
ban, president of the Copeland 
Refrigeration Co. of Kansas City, 
commercial refrigeration distributor- 
ship. 

Mr. Baraban has designed a truck 
body construction wherein the refrig- 
eration cooling unit surface becomes 
a part of the walls of the truck body. 

Advantage of this design, Mr. 
Baraban states, is the fact that the 
refrigeration coils do not occupy any 
of the payload space in the truck. 

While they are part of the walls, 
the Kold-Hold cold plates which Mr. 
Baraban uses in his truck are not 
installed on a level base. The plates 
have a certain amount of pitch and 
still form the body of the truck, 
the inventor explains. 

The truck body used in this design 
is approximately 12 feet long, 6 feet 
wide, and 7 feet high. Trucks in 
which this type of system have been 
installed are being used for the 
delivery and distribution of fresh 
meats. 


Milwaukee Distributor 
To Sell Philco-York Line 


MILWAUKEE — Radio Specialty 
Co. has been appointed distributor 
in this territory for the Philco-York 
line of portable air-conditioning 
equipment. The firm is now seeking 
suitable dealers to retail the units. 


"A Polartron was installed to correct this 
difficulty and the room is now maintained at 32 
to 55 degrees without difficulty and with not a 
sign of ice or frost on the cooling surface." 
LEONARD REED - COONEY REFRIGERATING CO., INC. 
BUFFALO, N. Y. 
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Where Each Unit Has Its Own Job 


Neat, compact, and efficient is this installation of Mills condensing 


units in Theisen’s, large Minneapolis market. 
are provided for both suction and liquid lines. 


Individual control valves 
Valve handles are all 


properly designated. 


* 


Minneapolis Market Job Shows How 
Individual Units Are Used To Advantage 


MINNEAPOLIS—A demonstration 
of how low-pressure refrigerating 
machines meet the exact food preser- 
vation requirements of present day 
food markets and how by proper 
installation methods the operating 
cost is kept at its minimum is 
demonstrated in the installation of 
four Mills condensing units in Thei- 
sen’s market on West Broadway here. 

A %4-hp. Mills machine, with a 
suspension mounting (see picture), 
operates a small freezer 44 inches 
long by 36 inches wide by 30 inches 
deep, which is located inside of a 
large cooler. The machine holds 
conditions of from 10 to 15° F. in 
this cooler within a cooler. 

The machine in the corner is con- 
nected to two 163 Peerless blower- 
coil units which work in the large 
cooler that measures 16x18x9% 
feet, and in which temperatures of 
from 35 to 39° F. are maintained. 

Condensing unit in the center of 
the three mounted on the floor takes 
care of six display cases. The 
Theisen market has a total of 55 


feet of top display case, and 10 feet 


of double-duty display case. These 


| cases all operate at a temperature 


of approximately 38 to 42° F. 

The other machine is hooked up 
to two 132 Peerless blower coils, one 
located in a sausage room 9x12x9% 
feet, and the other blower unit.in a 
9x12x914-foot vegetable room. The 
sausage room is maintained at be- 
tween 35 to 39° F., and the vegetable 
room at about 40 to 44° F. 

Each one of the cases is individu- 
ally controlled with shut-offs both in 
the liquid and suction lines (note 
arrangement on panel board). Also, 
one of the 12-foot cases is again 
“sub-divided” into two parts and 
here the liquid lines are controlled 
so that one can be defrosted without 
affecting the other. Each one of the 
blowers is also controlled both on 
the liquid and suction lines. 


Coolers are all insulated with 4 
inches of Palco Wool. The large 
cooler has two walk-in doors, one 
being used for a track arrangement 
so that “quarters” can be wheeled 
from the back door into the big 
cooler. One man is working in this 
cooler all the time. 


New Standards Data on 
Big Systems Available 


WASHINGTON, D. C.—Refriger- 
ating Machinery Standards supple. 
menting the Equipment Standards 
published in 1938 by the Refrigerat- 
ing Machinery’ Association have 
been issued by the association. 

Under the title “Equipment Stand- 
ards Supplement ‘A,’” this 14-page 
addition lists its contents under such 
major headings as the following: 

Base Specifications for Self-Con- 
tained Ammonia Units. 

Ammonia Brine: Cooler Ratings— 
showing basic heat transfer curves 
as a function of brine velocity, mean 
temperature . difference, brine tem: 
perature, and brine concentration. A 
tabulation of the properties of cal- 
cium chloride brine and other general 
information are included. 

“Freon-12” Mains—showing ton 
nage allowances for various line 
sizes and operating conditions it 
“Freon-12” suction, discharge, and 
liquid lines. Other application dat 
is also outlined. 

Standard Nomenclature for Re 
ciprocating Compressors. 

Informative tables and charts art 
included to amplify the text of the 
various sections. 

Copies of the new standards art 
available at the association’s offices 
Southern Building, Washington, D. ¢ 
Single copies are priced at 25 cents 
with a schedule of quantity discounts 
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Commercial Re rigeration 


6-- 
Refrigeration Is First 
Factor In Food Safety, 


Says Health Director 


OAKLAND, Calif. — Refrigeration 


comes first in the essentials of pres- . 


entation of food to the consuming 
public, followed closely by the mod- 
ern ideas of sterilization of foods, 
according to nationally famous Dr. 
j. G. Geiger, director of San Fran- 
cisco’s Public Health department. 

“Restaurants and food concession 
stands at the Exposition,” declared 
the Doctor, “Are living up to more 
drastic health regulations than nor- 
mal service demands in a large city.” 
Significantly, refrigeration was the 
frst factor of food preservation in 
his listing of the components entering 
the subject. 

Dr. Geiger’s comments, reveal- 
ing the importance of refrigeration in 
its relation to public health, came 
when he commented upon the neces- 
sity of waiving certain structural re- 
quirements, due to the temporary 
nature of buildings of the exposition 
_and refrigeration was apparently 
the major factor of consideration in 
pridging this gap. 

This report, in which refrigeration 
plays the major role, has an im- 
portance because, in spite of the 
temporary structure of many factors, 
more than 25,000 persons have been 
served in a single day on the occas- 
sion of some special function—and 
put two cases of irregularities in- 
volving bad foods have been reported. 
Two individuals filed complaints, and 
after very careful and thorough in- 
vestigations by the Board of Health, 
neither charge was_ substantiated 


even in the slightest degree, it was | 


reported. 


53 Seeger Cabinets Find 
Place In Wide Variety 


Of N. Y. Fair Exhibits 


NEW YORK CITY—Fifty-three — 


commercial refrigerator cabinets and 
two display cases have been sold by 
Seeger Refrigerator Co. to exhibitors 
and concessionaires at the World’s 
Fair here. 


The British, French, Italian, Rus- | 


sian, Swedish, Turkish, and Czecho- 
Slovakian pavilions are completely 
Seeger equipped. Additional instal- 
lations have been made for the 
Y.M.C.A., Borden’s Dairy, Standard 
Brands, and the Case Industries 
Bldg. 

Thirty-foot cabinets seemed most 
popular, 16 of these units being in- 
Stalled. Next in favor were the 44 
and 53-foot units, each with 13 
installations to their credit. 

All sales were made by Seeger’s 
New York staff under the personal 
direction of George McLeer, Seeger 


® Sales manager here. 


25,000 Crates of Berries 


Frozen In Alabama 


BIRMINGHAM, Ala.—Facilities of 
Birmingham Ice & Cold Storage Co. 
were used for the quick freezing of 
about 25,000 crates of strawberries 
during the season just closed. 

Most active among the packers 
vere Southern Frosted Foods, Inc., 
of which Ray Hosier is president, 
and Fresh Frozen Products Co., of 


Which Bert H. Levy is president. | 


The Bama 
Packed 
berries. 


The berries were pre-cooled before 


Co.,  preserver, also 
a quantity of the straw- 


being stemmed by a special stemming | 


machine, Those for ice cream 
makers and preservers were then 
SWeeted in the proportion of three 
tg berries to one part sugar and” 

N quick frozen. 
bakers 


were individually frozen with- 
out the 


sugar. 


Berries for pie , 


The latter were packed in 20-lb. 


Wi ie : 

hag Mesh cartons, while those for 

i cream makers and preservers 
re packed in 30-lb. tins. 


Processed berries brought around 


General Staff of 
G-E Commercial 


HAROLD HULETT 


ELLIOTT HARRINGTON 


D. W. McLENEGAN 


% bd * 


G-E Commercial Dept. 
Executives Named 


(Concluded from Page 1, Column 4) 
been added the direction of all sales 
training and the G-E Air Condition- 
ing Institute. 

The product sales division, under 
Mr. Harrington, will henceforth in- 
clude five section managers. C. M. 
Rowland will be manager of the 
specialty sales section, covering such 
products as water coolers, room 
coolers, and display cases. 

A. E. Pierce, until recently in 
charge of oil-fired heating equipment 
sales, becomes manager of the heat- 
ing sales section. D. W. McLenegan 
has been appointed manager of the 
engineering sales section; L. T. 
Brockbank will continue in charge 
of syndicate sales, as manager of 
the national user sales section; and 
F. H. Faust has been named man- 
ager of commercial engineering. 

S. T. Whitbeck will also continue 
as auditor, in charge of all account- 


— & pound. The average price ing and financial functions, including 
Pound. Srower was 2.5 cents per order service, billing, credits and 
| collections. 
= i . of P ee “a - 
ME tee. peel - Sk ro ae Le Lb 26 q me . F . 
by oe eee ” es Ses RE, ae Ae ae ee BI 
nie > FP are He eee a aK or 2 ise 3 a 
Oe a ~ 
Eeety 


a tr eee oaisiot 4 
od - ae ess oe soe = 


Proposed Wisconsin Law Provides Two 


Classes of Licenses For Contractors 


(Concluded from Page 1, Column 5) 
in view of the 27 to 1 vote by which 
it was approved by the senate, would 
create a “Board of Examiners of 
Mechanical Refrigeration Licensors” 
to function as a division of the 
industrial commission. Its member- 
ship would include one industrial 
commission representative, two rep- 
resentatives of the American So- 
ciety of Refrigerating Engineers of 
Wisconsin, and two licensed installa- 
tion contractors, one of whom shall 
be a member of the Wisconsin 
Refrigeration Contractors Associa- 
tion. 

Appointments would be made by 
the governor for four-year staggered 
terms. Board members would be 
paid $10 a day for time actually 
spent in performance of their duties, 
plus travel and other expenses. 

Duties and powers of the board, as 
prescribed by the bill, will be to 
examine the qualifications of appli- 
cants, to grant licenses, and for 
cause to suspend or revoke such 
licenses. The board shall also pre- 
pare and formulate rules and regu- 
lations in respect to the construction, 
installation, alteration or replacement 
of refrigerating systems and prepare 
formulae, standards, and specifica- 
tions for materials, workmanship, 
and manner of execution of work. 


Two classes of licenses would be 
issued at annual fees of $15 each, 
with renewal at the same fee. One 
class would apply to contractors 
handling low pressure systems, and 


the other to contractors installing 
high pressure systems. Licensees 
would be examined and required to 
post bonds of $1,000 to guarantee 
faithful performance and observance 
of rules and regulations promulgated. 


A refrigerating contractor would 
be required to secure a permit before 
starting ‘construction, installation, 
alteration, or replacement of any 
refrigerating system.” The applica- 
tion for the permit would describe 
the proposed construction, location 
of piping, valves, and safety devices, 
and the name and business address 
of the refrigeration contractor. On 
completion of the work, the board 
would be notified so that inspection 
may be made. Permit and inspection 
fees are set by the bill at $2, but 
would not apply to “refrigerating 
systems of 1 hp. or less if such 
system contains less than 6 lbs. of 
refrigerant.” 


Classified as low pressure type 
systems, calling for Class 1 contrac- 
tor’s licenses, are plants’ using 
dichlorodifluoromethane, ‘Freon-12”; 
dichloromonofluoromethane, ‘Freon- 
ys a dichlorotetrafluoroethane or 
“Freon-114”; dichloromethane, Car- 
rene No. 1 or methylene chloride; 
trichloromonofluoromethane, ‘Freon- 
11” or Carrene No. 2; dichloroethy- 
lene; ethyl chloride; methyl formate; 
sulphur dioxide; and isobutane. 

High pressure type systems requir- 
ing Class 2 contractor’s licenses are 
those using carbon dioxide, ammonia, 
butane, ethane, or propane. 


Controls Controls Sales’ 


B. M. HORTER 
Mr. Horter will supervise sales 


of all products made by the 


Cutler-Hammer Co. 


The following penalty is prescribed: 


“Any person who constructs, in- 
stalls, alters, or replaces any refrig- 
erating system, or who fails to obtain 
a permit therefor, or violates any 
provision of this section or any rule 
or regulation of the board made 
pursuant to the provisions of this 
section shall be guilty of a misde- 
meanor and upon conviction thereof 
for each and every offense, shall be 
subject to a fine of not less than $20, 
nor more than $50, or by imprison- 
ment in the county jail for not less 
than 60 days nor more than 90 days.” 
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why he sells Texaco Capella Oils, 


MEMBER |... 
CHARTER, oly Jobbers’ Ass'n 
Jobbers’ Association 


SHOW-WINDOWS of Hinshaw Supply Co., Sacramento, 
California, Read Mr. Hinshaw’s letter, and observe 


TEXACO CAPELLA OILS 


PERFECTED LUBRICATION FOR REFRIGERATING COMPRESSORS a 


R. L. HINSHAW who sells 
Texaco Capella Oils in and 
around the Sacramento area. 
He's a V.P. of the Pacific 
Coast Refrigeration Jobbers’ 
Association, 


INTERIOR of the smart, up-to-the-minute display room of 
the Hinshaw Supply Co, Note that this organization sells 
Texaco Capella Oils exclusively. 


ae 


THERE'S MONEY in lubricating oil. Why not sell a brand that enables you to write us a 
letter like the one above. Call the nearest of our 2229 warehouses, or write: 


The Texas Company, 135 East 42nd Street, New York City, N. Y. 
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Distributor - Dealer Doings 


(Concluded from Page 1, Column 4) 
drawing. In this lottery, two prizes 
of $5, four of $2.50, and 10 of $1 
each were offered. 

Tickets for all sales made during 
the drive were entered in the “grand 
drawing” featuring the victory 
dinner which closed the drive. Fifty 
dollars in cash was awarded the 
winner of this drawing. In addition, 
two prizes of $25, three of $20, and 
two of $10 were awarded lucky 
salesmen. 

All prizes were paid in silver 
dollars, whose merry clink as they 
passed over sales counters through- 
out the city did much to arouse the 
curiosity of townspeople and interest 
them in the campaign. 


‘DOWN TO EARTH’ SPEAKERS 


Featured at each of the breakfast 
meetings was a speaker, arranged 
for by the Modern Kitchen Bureau, 
who “got right down to earth and 
spoke the salesmen’s language.” 
Speakers included J. Nelson Stuart of 
Kelvinator, Wil Galpin of General 
Electric, W. H. Hanna of MKB, Will 
Stephens of Gibson, Ray Turnbull 
of Hotpoint, Frank Lyons of Frigid- 
aire, and Sam Vining of Westing- 
house. 

Pulling power of these speakers 
and the prize drawings was evidenced 
by an average attendance of 155. 
The breakfast meetings started at 
7 o’clock, and were always over by 
9 o’clock so that salesmen could be 
up and at their refrigerator business. 
The final banquet drew 232 diners, 
in addition to those salesmen who 
came just for the grand drawing. 

As a result of the campaign, the 
estimated 648 sales made during the 
same period last year were more 
than doubled. 

Reported sales for the 12 brands 
represented in the drive were: Norge, 
208; General Electric, 201; Kelvin- 
ator, 191; Hotpoint, 174; Frigidaire, 


145; Leonard, 141; Gibson, 117; 
Copeland, 60; Westinghouse, 58; 
Stewart-Warner, 47; Crosley, 26; 


and Philco, 15. 


COMPETITION KEEN BUT CLEAN 


Competition among distributors 
and dealers was heightened by 
weekly reports of sales standings 
sent out by the utility to all partici- 
pants. Despite this spirited competi- 
tion, Mr. Kastens reported that a 
feeling of cooperation was manifest 
among salesmen and that they all 
seemed to be working together to- 
ward a common goal—the promotion 
and sale of more electric refrigera- 
tion. 

He also pointed out that during 


the campaign salesmen found that 


Grand Rapids Refrigerator Drive 
Acclaimed as “Success For All’ 


through concentrated selling they 
could not only sell more but also 
higher priced boxes. 


That the campaign had a _ bene- 
ficial effect on all refrigerator dealers 
was seen in the reported increases 
of those not actively participating 
in the drive. Sears, Roebuck & Co., 
for instance, reported a 100-unit 
increase over the 94 units sold during 
this seven-week period in 1938. 

Mr. Kastens stated that, on the 
basis of this campaign, a continua- 
tion of this cooperative endeavor 
might lead to similar campaigns on 
other major appliances. 


UNANIMOUS APPROVAL 


Distributors and dealers also voiced 
their unqualified approval of the 
campaign as a sales-getter. 

Walter Nilsson, Hotpoint distribu- 
tor, said: “This was the first cam- 
paign put on by local distributors 
which really clicked. Dealers gave 
us good cooperation throughout the 
drive. Partly as a result of this 
campaign, our firm has done 90% 
of last year’s business in the first 
six months of 1939.” 


W. L. Jersey, Frigidaire dealer, 
enthusiastically termed the MKB 
program the “best campaign Grand 
Rapids has ever put on.” “Dealers 
are so enthusiastic,” he elaborated, 
“that they are ready right now to 
start another drive. Not one of my 
salesmen missed the meetings. They 
heard good talks, which helped them 
so much that we doubled our sales 
for the same period last year.” 

Citing the difficulties of organizing 
a cooperative program of this nature, 
J. W. Miltgen, manager of the Grand 
Rapids branch of Radio Distributing 
Co., Norge distributor, explained that 
he and a few others interested in 
the advancement of the refrigeration 
business locally had been attempting 
to promote a similar campaign for 
several years, but without much 
success. 

“It was not until the Modern 
Kitchen Bureau, a neutral and non- 
partisan organization, stepped in 
and offered its services,’’ he declared, 
“that the various manufacturing 
and merchandising organizations 
were able to shove aside their petty 
fears and jealousies and proceed to 
carry out a carefully planned and 
intelligently executed cooperative 
program.” 

H. S. Morrow, Norge dealer, said: 
“Such a campaign is bound to do 
good.” Although his own sales were 
not up to his expectations, he ex- 
pressed the hope that the success of 
this cooperative venture would lead 
to a permanent organization among 
dealers. 


Winners In California Window ‘Dress Parade’ 


Prize-winning window display of Nathan-Dohrmann, San Francisco, in contest sponsored by Electric Appliance 
Herbert Dasteel, display manager, scored his second win in two years with this layout. 


Society of N. Calif. 


Honorable mention went to Lyn S. Taylor, display manager of Jackson’s, Oakland. The window, featuring 
“inside facts” of electric refrigeration, had a “brown and white color scheme. 


Dasteel Scores Again In | 


N. California Dealers’ 
Window Display Contest 


SAN FRANCISCO — Employing 
three makes of refrigerators (Gen- 
eral Electric, Frigidaire, and Norge) 
and emphasizing the selling points 
of each and the variety of foods that 
can be stored in modern refriger- 
ators, Herbert Dasteel, display man- 
ager of the Nathan-Dohrmann store 
here, won first place in the 1939 
window display contest held by the 
Electric Appliance Society of North- 
ern California. 


Mr. Dasteel won the top prize of 
$60 for having the best display in 
District I (San Francisco, Oakland, 
Berkeley). Second prize of $40 in 
this district went to Charles H. 
Bishop of Redlick-Newman Co., San 


Francisco. Other prize winners 


The Completeness of the CURTIS Line 
 Assures the Correct Equipment for 
: Every Air Conditioning or Refrigeration Need | 


absolute confidence. 


Division of 


1 fer arpee you buy, sell, install or specify air conditioning or 
refrigeration equipment, there’s a Curtis unit that fulfills 
every requirement. Curtis covers a wide range of markets—makes 
possible greater sales. And you can specify Curtis products with 


The Curtis Store and Office Cooler fulfills the air conditioning 
demands of all classes of retail establishments. It’s a complete, 
factory designed, packaged air conditioning unit. It mechanically 
cools, dehumidifies, circulates and filters the air — is quickly and 
easily installed with only water and electrical connections needed 
— adaptable for heating, too. It is offered in 3 and 5 ton sizes. 

The Curtis Line of Condensing Units includes sizes from 1-6 
H. P. to 30 tons air and water cooled—also unit coolers, coils, 
evaporative condensers, etc. Every Curtis product is precision 
engineered to deliver economical, efficient, care-free performance 
throughout an exceptionally long life. 


Curtis Refrigerating Machine Company 


Curtis Manufacturing Co. 
1912 Kienlen Avenue, 


St. Louis, Mo. 
CURTIS 


REFRIGERATION 


— Bye ey 
mmeecias 


"Builders of Condensing Units 
Since 1926”, 


48 Air Cooled Units —45 Water Cooled Units 


A typical installation of the Curtis Store and 
i Cooler in a New Orleans office. 


were: 

District II (Sacramento, Stockton, 
San Jose): first prize of $50, Joseph 
J. Ralph, Breuner’s, Sacramento; 
second prize of $30, Lowell F. Shel- 
don, Sears, Roebuck & Co. District 
III (all other cities and towns in 
campaign territory): first prize of 
$40, C. Harlie Power, C. Harlie 
Power Co., Livermore, Calif.; second 
prize of $20, Claxton White, Claxton 
White Co., Pittsburg, Calif. 

Those receiving honorable mention 
were: Lyn S. Taylor, Jackson’s, Oak- 
land; J. B. Bouckhout, L. Lion & 
Sons Co., San Jose; R. E. Warmack, 
Warmack Electric Store, Oroville; 
Hershel Jones, Holman’s Department 
Store, Pacific Grove; P. Wade, Chris 
Wade, San Leandro; and T. Treanor, 
Earl Grady Home Appliance Co., 
San Rafael. 


SAVINGS ‘PASS BOOK’ 


For use in the window display the 
society sent to each contestant the 
following signs: “Pass Book to Food 
Savings” which was a picture of an 
open pass book showing the follow- 
ing average savings of electric re- 
frigerator owners, taken from a 
nation-wide survey: 

68 cents weekly by Preventing 
Food Losses 


50 cents weexly by Buying Food 
Bargain Specials 

62 cents weekly by Buying in 
Larger Quantities 

73 cents weekly by Reducing Cost 
of Refrigeration 

$2.50 a week, or $10.96 per month, 
saved by an electric refrigerator. 

Cardboard figurettes of four 
Scotchmen supplied humor for the 
displays, reiterating the theme of 
the society’s campaign (‘More Than 
Ever In 1939 An Electric Refriger- 
ator Pays For Itself’) and dramatiz- 
ing the four major selling points of 
controlled humidity, more storage 
space, lower operating cost, and 
controlled cold. 


TWICE A WINNER 


Mr. Dasteel won first prize in a 
similar contest last year when he By 
adopted as the theme of his display § 
the line from the old song, “In the 
good old summer time.” 


This year Mr. Dasteel’s window 
sounded a note of preparedness for 
entertainment and _ hospitality to 
hostesses. A sign announcing “Keep 
Everything for Hospitality—Buffet 
Entertaining,” was backed up by 4 
large variety of edibles and _ bottled 
drinks seen packed in the refriger 
ators. 


Ask your jobber for details 


PEERLESS or AMERICA, unc. 


MIDWEST FACTORY, GENERAL OFFICES — 515 W. 35TH STREET, 7 cmcaao 


NEW YORK FACTORY PACIFIC COAST FACTORY 
43-20 34th STREET 3000 SOUTH MAIN ST. 
LONG ISLAND CITY LOS ANGELES, CALIF. 


FLASH COOLER 


BiIGe BUMISDIFTY GEOmR... 
Cold air DESCENDS VERTICALLY from each row of ete. - through individual drip pam 
RIFLING ADDS 30% TO THE EFFICIENCY. 

BUY PEERLESS FOR PERFORMANCE 


-_n -—— 


food SHRINKAGE 


.LOWER OPERATING COST 


or write for new catalog 


SOUTHWEST FACTORY EXPORT DIVISION 
2218 N. HARWOOD ST. P. 0. BOX 638 
DALLAS, TEXAS DETROIT, MICH 


eS ee} 2 - ‘ : ‘ Ses: ae rt 
i : : PAR 
- 
re Fea Seaver: 
peat 5 ata 
sey 8 ee 
tte — —_ 
BITES 
: i ’ oe ee 
Bo ie eer 
he A 
jes ates ery 
, Rie Sig at 
RR 2M 
re ‘ Ba ise Py ° 
bot BE j 
ie ee 
ere Ao : ‘ 
ee 
i) ee aly 
piste = HOR SR Nt NWSE RS OES STARA RR SC NE ES BDI STI IEE SLESLNRE DE CLLGEDS ELE DELLS NE ARE EN ETI BERET LLMEED EEL LELELS ERE NK ES ALOE TEA Ee : hes * =e r 
oe ee ; 5 
me & . 
1 Z 
aes a eed “ g cel ee ‘ ; pecs : | ee 
> ot ries Le dela cil 2 ie = :  i_—— i 3 . ess .. 
joe _ ie ole ji ee ifs cL SL OO | 
=e : a } _—  86€6«Cl a haiti ae oa 
» mC . Pane : | Eee. lee 
ip a a  6haeees ee . te 1G paar e Cee > ia % ee ea 
x ee 7 Pree. ea ee wei eekly ae ... — oo es 
ee met ee a he - ff ede J oat. os ee ee m, 
om PE Fe Bi) At io eon ee 2. Al 
Oe gg pel ee og | ee Mn 8) Ee Boo en ian 
el a ee at oe <i Ps e, ee poe es ak es see 6 oe oe ee ‘ way 
se to. ewes: j iy es . 24 ay he < gi ‘ 2 ke bi oe ce - ws, Rs we Pig Se = : eo) — | o>. 
Fe pe ge Boo OO Ieee: i ME Cs 6 finan 
ae ha ie BH i oe as ‘ae ae Se es... ; ye, ak ee, «: rena 
ee ee ae on ee ae a ie — term 
EGET ME IEE LE he Re ogi Che ips j 9 z wees bh Te te, RR a Pree SF... e. * ; 
ed aaa vane " Sd ne is: sad lieve! 
a Baste Wr De eae roe Soy Sates 3 here. 
Cee, en Pe ie ee has 
® 
: repos 
Ba edie That 
oc ae : rs Mr 
he ar 7 “Gy RESTA AGES - bie eee. ae ; : i saad et Pi 
a ee gee aa. I = - ness 
serial iceman 7 —s : -_ Kee oe ei ae es CAP COR gc err 
Ee FRE EGO Sosa 2 Sa Riate tec 3 ia ee ket ae I a i SE SR eae 2 les 
5 eae he weet eka POE ate | PRLS RS AMEE PEK si REM LE Ser 8 pee a tee Ma ASE ee ee ee Re pull 
BSA Rent ON MMMM, 5 52s HO Cae Cae gh aor Oe GAR Sees Be eS Fe ; A 
—C:sSCSCsCSCsiés ee eM pt  «& Sone ee Oe ama predi 
: Bitte oo I 8 cs Se he Lo Prema, Fatt — lal galerie PRR A Ds SG Sc eat oO i RE nue 2 
sae os ae aussie: poset a hl Bee a ee se ce Brief 
5) ee ee Sete eee ati 9 «STIRS Aes aie ee a i | sma ce Ra i as oe alae _ (1) 
oe” ah ee eee ee Me ae OTs Ona PRO : A SS SR ese Pop = ha ths ae ae 
PMC SES Tea) foe Seed cia oie it, eat : : pine, ; scene MCRL ee ees ; ts a re oo. ame Cee ren 5, eae = 
Pe | ee orm 4 ee credi 
a z nce ee as ae 5 “i ce pened i . Bk eed ¢ a 
i 4% * lp me am oe P - 
oo ite eb ea fas Gs es eas ‘aie. Beasts es i OI aes OS pao pa Tala eae “ x ¥ ioe ae) seen ee ee oS es : Teo SES = neces 
ral ghee i a ES ae es Sas ey ce ” os es gag ' F oe ; 4 be 24h, perso 
‘ aN) Se ene a8 ~ See i = ee ne * “yy % Smee $ a ae Se > = =. * & 
me. ee ee i if / Be a wh te ee : $ 4 + < ity ¥ i 
me bie a : i ‘ees 7 ne a ™“) Pitre : becal 
af a arte . 44 4 § ~~ . ” a 4 pare * " ok, i é 
Be os i ion ee ate @: a 27 Repo 
= y ee i a re iq . eee rie ae ‘ eo 1 i ee finan 
; a —— a 4 Pett — 2 Des divid 
me it : eta wg tea rt 1 4 i : é i 
: Pous @ 3 S = ee Ff a tee ae 
| J _ = = 2. > | oF 7. * terms 
| 4 j , _— = So i ae | hoe the | 
. a be | Pea : ae Hi : 2 Fe a oh abilit 
See —j ie. ieee a= i (3) 
ae ’ a ae 2 Saas ee contr: 
aor Ne i ae | Sl re ae ; oll as 
-_ a << re |S aa | a cases 
= = pe ee Js ay? 5 a com _ pase Y eee hoa iat et Pee. 4  -. 2 . | carry 

Bh . ennai i ea mee pe ae PRIS Rk ee ‘4 : 

deta — a Ba et ee PRA pee? incite ae i < oy ry 4 bade eo Re tie is un: 
a : | CLir pay ie the d 
Bi: (4) 
. least 
= ia ee 
+ . a — ee 
coctiiear = pen? re 
Lan a et. + 
7 ~ A ae. 
i & a 
; ) : “3 
: eas 
Bates 
on : t 
Be \ 7 

‘eRe ee 
eS PE 
Sees Be ou 
= 7. 

- ES es 
es mt. 
ree ae kk 
ee: — ae 
eat ee) ae. Ty 
Se * =~ 
Tees a 
ol. ie & 

2 a we 
es. Po PY oa 
oo Ae 

pers ee 
my ie 
ee PER 
7 cae 
Lae 
rm 4 ; eg 
' 
‘ i H pe £ 
y « 
: = a " 
OO ee — —— ce 2! 
t : _ - . ~ Seay an ee ose RR — omer me : te 
genes no A a aici Betis. ae ae : 7 ' 7 
. : re = Ba iy k : 
bis are PS a . ee |i 
; af a r : ‘ : , 
’ aes - . A iy 
7 ‘i a — ~— ” : 
ae ( ; . SS "he 
“ Pes be pares es. x — ee Lo NT ens 
: Pathe a oR idl Fakes MPSS < er — a  — SS 5 ( 
; Reet a es SSS eS ee 
} ee ee 1 =~ SSS ee 2 ' : 
ge dee 2 ‘ Pity ts - SS a ; ~~ eee sisi = 
Ss * ——— —— ~ i . ~ : +. <- 
‘ 4 ~ Ei SSS — 2 
— ti he Mi bee ~ ——S—_—_ —— le — me 7 a 
_ a . 3 es Sten, ~~. a —— rs aed 
a : — “or | om iY 
a f aie os . : = == ES hae — —- a Oe lo 
a oa shape OS Nieisiy : od : te = . —— . , x < i jf ] ‘ 
i 6 in ssa tin f % ™ <<; —— opie. iF — . 4 ! cok 
“ ee a ae ——_ —- . 
. — — =~ 
: . eo z I =, 

<4 ty , ‘ —— a Sn 

| ih ; SSNYZZZ, me SS 

Meats HT i at ~~ a. ow SAN j SS ~ 

| j re el . \Ve —. ~ 4 F 
i | _ — : 
a ee i , 
= the : : , 
Bare | r a3 AIR Plow TRROUGN PLASM COOLER — . S 
, . _— , u ; . j -* 4 
‘ - ~- ~“ r f : 
’ en Gal are La es ‘ 
7 ee - i= = = 3 = . 
i‘ . .) 
_ es 

; ‘ == a : 

3 =: <a tes. [a : : > => | 
Fa: ‘< 4 - : _See = S ‘ 
oe ° ‘ * ee 
| si . Ri re ae Ree Se Pe 

mm is Ue = oe nels we he 
"5 J aatiores Cs ae ee 
eS a + rm . ‘ q : i —" he 
: RRC ery ; 
=] ‘ — 
|_| = ‘ 
’ = 

i si Pa nti Em 5 aft E i ay ak yee os FE ry ~s ja 4 js ie saideiitt Wen = i : ies 0 i: - * a ) 
te ee ie. PSR een ean ee eee Rea inl a hee a ee ee oe $ 
pon oe eer gD jae: ios ae Cra: eal Ve Lhe a ee ae ae a | : ore Ae ea: ah ce, ee Spe RP > ale by = 5 
tas we. Ee (Stee. Maney plan Bee OR ER eee RO re” eS Oe BS ae 

/ 4 ne we > ‘ a ae te Sr x ~ 7 
i. wuss : Sites “ph 8 Serge alee eee edt ioe SR ae , alee 2 ihe ti le 4 S , tosty a ay ee 
i ey Sas 2 cai on SM ly es SREP 5 Mer Same Ei ee et aa: 8 Te a ote) 4 | ee 

oe +. Ca. ee ee he ae ee) a oe at ees May : . ~~ oo Bo Sa i. A a 


AIR CONDITIONING & REFRIGERATION NEWS, JULY 12, 1939 


9 


4 | Profitable Sales Deas 


‘Tailored’ Finance Terms End Repossessions 


‘#8 “ S 
eres 


AUSTIN, Tex.—There is only one 
way to handle your own refrigerator 
fnancing Without a loss—fit your 
terms ‘to the individual buyer, be- 
lieves J. R. Reed, Frigidaire dealer 
nere. With that one rule Mr. Reed 
has kept volume moving up, and 
repossessions moving out of sight. 

In one of his biggest years, 1937, 
iance he did a $118,000 appliance business 
yout, and had 40 of 1% repossessions. 
That is about the average loss. 

Mr. Reed, who has been in busi- 
ness in the Texas capital since the 
turn of the century, has a few simple 
rules of appliance financing, all 
predicated on “individual financing.” 
Briefly, they are these: 

(1) Carry your own paper. Other 
credit plans make poor salesmen, 
pecause each prospect’s ability to pay 
is not examined by the salesman 
personally, and many sales are lost 
pecause of inflexible credit rules. 
Repossessions are increased when the 
finance terms do not “fit the in- 
dividual.” 

(2) When a prospect asks for 
terms, find out by “feeling him out” 
just what terms are best suited to 
the present income—and the past 
ability to pay. 

(3) Don’t go over a 24-month 
contract period, except in unusual 
cases. Mr. Reed feels that a 6% 
carrying charge over a longer period 
is unfair to the customer as well as 
the dealer. He tells them so. 

(4) If a prospect does not have at 
least $10 to make as a down payment 


For Dealer Who Carries Own Paper 


‘By Robert M. Price 


on a refrigerator, he is not ready 
to buy. Mr. Reed diplomatically tells 
prospects, “Frankly, you are not 
ready to buy if fair terms cannot 
be met.” 

(5) Discuss contract terms “right 
from the shoulder.” Mr. Reed be- 
lieves that the right psychology 
works on the customer’s ego; that 
“pride will pay.” He says, “Now 
look here, I can carry the amount 
for 24 months, but I pay my bills 
on the 10th of every month—and |! 
am in no position to carry the 
amount any longer.” 

Mr. Reed has found that the 
average customer feels that it is 
only fair to reduce the paying period 
so that Mr. Reed can “stay in busi- 
ness.” 

(6) When the individual terms are 
arranged, Mr. Reed attaches a store 
guarantee to every piece of merchan- 
dise he sells to maintain complete 
customer goodwill. He believes that 
fair treatment will insure fair pay- 
ment. 

Mr. Reed has “individual ideas” on 
financing his own business transac- 
tions, too. He has not carried a 
manufacturer’s note since 1916. He 
pays all his bills in “one hunk,” 
because he believes that this is the 
only way to maintain a perfect credit 
rating. 

“If you owe $1,000 and pay $50, 
you are marked as a $50 man,” he 
explained, “but if you wait and pay 
the $1,000 in one payment, you are 
at once a $1,000 man. By doing that 


my credit rating is A-1, and I never 
feel the pinch of creditors. By sell- 
ing that idea to my customers, I 
can maintain that credit rating.” 

It takes a pretty sound business 
head to keep up this practice of 
‘never splitting a bill,” and it may 
not work for all business men. For 
the canny Mr. Reed it is a financial 
rule that has meant success. 

“Naturally,” he said, “refrigerator 
customers cannot pay the whole bill 
at once, but the part they do pay— 
and the regularity of the payments— 
establishes their credit rating. Con- 
vince them that they should buy 
when they are able to pay within a 
reasonable time and credit of the 
customer and the dealer will improve. 


“The process of buying is such 
that a man has ample time to 
prepare for the purchase. A woman 
starts nagging about a year before 
the average husband consents to buy 
a refrigerator. During the ‘nagging 
period’ he has ample time to prepare 
himself for the eventual purchase. 
There is no excuse for a man not 
being able to meet our terms. We 
accept no excuse, because our terms 
are fair—but flexible.” 


‘Friendship Service’ For 
Summer Guests Makes 
Dealer’s Store Popular 


LACONIA, N. H.—Sales to sum- 
mer vacationists follow the ‘friend- 
ship service” offered by Ralph H. 
Smith Co., appliance dealer. 

Under the “friendship service,” 
summer guests are invited, free of 
charge, to use the store as a place 
in which to meet friends, check 
bundles, use the telephone, or receive 
phone messages. 

“In case your wife forgets to tell 
you about ‘that dozen eggs’ she 
needs, by her calling us and your 
coming in here to see if you have a 
call, we may be able to save you an 
extra trip to town,” the store’s 
invitation says. 


Words Speak For Themselves In Sales In Contest 
Which Guarantees 40 New Prospects Per Week 


CLAYTON, Mo.—‘Words, words, 
words .. .” usually implies much ado 
about nothing, but to Weber Brothers 
Refrigeration Co., oldest Frigidaire 
dealer in St. Louis County, words 
have meant a welcome boost to appli- 
ance sales, an increased number of 
personal contacts with prospective 
customers, and a greatly enlarged 
mailing list. 

All this was accomplished through 
the simple expedient of a ‘“Jumble- 
word” contest sponsored in a subur- 
ban weekly newspaper. In each 
issue of the paper during the contest 
period, eight or 10 words with their 


letters so jumbled as to make them 


difficult to recognize were scattered 
inconspicuously among the various 
advertisements. 

After contestants had picked out 
and deciphered these words, they 
were to fit them together into a 
sentence describing some service or 
feature of the Weber company. For 
example, one of the sentences used 
was: “Weber Bros. is the oldest 
Frigidaire dealer in St. Louis 
County.” 

This sentence then had to be 
brought or mailed to the Weber com- 
pany within a certain time limit in 
order to qualify for that week’s con- 
test. Many of the several hundred 


contestants in each contest brought 
their answers to the company’s 
showroom, thus giving them a chance 
to become acquainted with the firm’s 
complete line of products. 

One ticket to the Shady Oak 
theater here was awarded to each of 
the first 40 persons submitting the 
correct answer each week. Winners 
were required to call at the show- 
room to pick up their tickets, after 
their names and addresses were pub- 
lished in the following issue of the 
paper. 

So the Weber organization was 
assured of at least 40 new contacts 
each week, and usually obtained 
many more than this through the 
people who came to the store to sub- 
mit their answers. And names and 
addresses for the company’s mailing 
list were provided by the score 
through the answers of unsuccessful 
contestants. 

Cost of the contest was relatively 
small, as the newspaper welcomed 
the reader interest developed by the 
jumbled words and therefore was 
willing to make certain concessions. 
The theater, too, cooperated in lessen- 
ing the expense, since almost in- 
variably the user of a complimentary 
ticket brings along at least one 
paying patron. 


‘Radio Special’ Sells 120 Used Refrigerators 


KNOXVILLE, Tenn.—A daily radio 
broadcast on used refrigerator models 
sold 120 boxes last year—at a profit 
—for the East Tennessee Electric 
Co., Kelvinator dealer here. The 
regular radio programs are aug- 
mented by classified advertisements 
on “used specials” in the newspapers. 

So effective is this type of adver- 
tising for this store that prospective 
buyers phone in to answer the radio 
offers before the program signs off. 


All used refrigerators are sold 
with a 90-day guarantee. The used 
box can be traded within a year after 
purchase for a new refrigerator, full 
allowance on the purchase price of 
the old unit being allowed up to $100, 
provided the new box retails for 
over $200. 

Refrigerators taken in trade are 
reconditioned in the store’s own serv- 
ice department. A large assortment 
is displayed upstairs. 
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This booklet will give you valuable 
pointers in tubing connection practice 


A new booklet “How to Handle Tubing Connection Work” 
is now in preparation and will be off the press shortly. It 
will describe various types of fittings, how to cut, flare and 
bend tubing and show each step in the handling of a tubing 
job. Drop us a line and we shall be glad to send you a copy. 


. TOOLS 


f out of tubing work 


@ The remarkable interest in 
the Imperial tube bending con- 
tests all over the country has 
shown that men who are han- 
dling refrigeration and air condi- 
tioning work are anxious to im- 
prove their tubing connection 


An analysis of the methods 
used in handling these contest 
problems has shown that good 
tools are the first essential in 
turning out a first class tubing 
job. Imperial tools have been 
designed to take all the grief out 
of tubing connection work. With 
them you can handle cutting, 
flaring, bending, coiling, and 
swedging .. . and you can turn 
out a good looking, tight job — _ 
without injuring the tubing. 2.SHAPE THE T 


THE IMPERIAL BRASS MFG. CO. 
565 S. Racine Ave., Chicago, II. ‘ 
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Many a good looking refrigeration job has been s iled 
because of poorly shaped tubing, but with Imperial tube 
benders there is absolutely no excuse for turning out a 
poor tube bending job. 


Imperial tube benders are so inexpensive that every 


You can 

improve your 
tubing 

connection 


work in THREE 
EASY STEPS-- 


1. CUT THE TUBING WITH AN IMPERIAL 
TUBE CUTTER. er ee ca a 
to 244" O.D. quickl 
Also designed so ol 


and cleanly without flattening the tubing. 
flares can be removed. 


UBIN 


See Oe teh er 


3.MAKE UP YOUR FLARE WITH AN IMPERIAL FLARING TOOL. 


With an Imperial flaring tool you make exactly the right 
type of S.A.E. flared joint so that you can be absolutely 
certain of a tight connection. Self centering yoke .. . 


oe Ws 


G WITH AN IMPERIAL TUBE BENDER. 


service man should have at least two types in his kit. 
You can get exactly what you need whether your work 
calls for spring type benders, heavy duty types or a 
bender that will also make coils. Ask your jobber about 
Imperial tube benders or write for catalog. 


ied <P reac | Gu gel le Bao, +4 


hae ee 


No danger of cracking or splitting tube. Equip yourself 
with one of these inexpensive flaring tools for handling 
copper, brass or aluminum tubing work. 
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AIR CONDITIONING & instead of some other, and espe- 4 * By Jimmie Hatlo 
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New Emphasis: 


What's In It? 


good, of all refrigerators as alike, 
and simply shop around to get 


industry was faced with almost 
exactly the same situation, i.e., 
price-cutting, price-advertising, 
and  price-minded buyers,’ the 
NEws pointed out editorially that 
practically all makes of that time 
not only looked alike, but looked 
like the models of the previous 
two years. 


we 


Wi 


Wi 


QUOTED 


Some newspapers in other cities 
combine relative humidity with tem- 
perature readings, and perhaps by 
this time it might be in order to 
publish the actual hourly wet bulb 
temperature reading which gives the 
total heat content of the air due to 
humidity as well as sensible heat. 
Perhaps in publishing this as a part 


resume permanent residence in this 
country. 

Your journal has always proved 
both interesting and helpful, and | 
feel lost not receiving it in my 
weekly mail. 

D. ZIMMERMAN 


Nachman To Reveal All 


Refrigerators looked like com- Rule By a Whim — hes en Mag meager’ ig pe las sO 
ss 
d dealers who | Mdities, and customers were | Harun-al-Rashid walked the streets | wet pul temperature in simple terms, | Om Code Revision a 
ALESMEN i‘ : . oer ser treating them as such in their pd —". gas og Bn Bent and point out that a comfortable tailer: 
nae Pours See Maes buying. New styling, it was | tice a os ] A The clever | SUmmer wet bulb temperature is | The Spohn Heating & Ventilating Co. $139.! 
ings at the beginning of the season , et pe about 67°, that even when the 1775 East 45th St 

g & suggested, might be the answer. | rogue who told a good story went OF | Tccesaniee sankey G0? She een tae on a The 
op tilire yen ge ot yguaaae rewarded from the caliph’s purse, Dut | temperature may be less than 75° in | seaitor: : nated 
and repeated and repeated: e ’ “ ’ | Chicago, and that a wet bulb tempera- A sells 

ar . . dded th i f boring his ruler Aes : The Standards Committee of the i 

7 Distinctive Styling Was ates Me sree 1 Se ture of about 80° is about the maxi- | poating Piping & Air Conditioning [Ae versic 

Sales will go ' ™ 2 :, le of Harun-al-Rashia | ™U™ condition ever reached even in | Contractors’ National Association has pletel: 

“ ” The Answer Last Time bird hg y Ag Se dahenaaiiad the humid cities of the eastern sea- | no intention of keeping the suggested althou 

ee eee ee the “ewe administrative absolutism | P°@Td and Gulf Coast. Perhaps this | revisions to the A.S.A. refrigeration of th 

i ividai aren a numoper ol peop : . and air conditioning code a secret. ire 

All the emphasis of Frigidaire Apparently ber of le | peigned supreme. a ae to your | and air conditioni d t entire 

merchandisin promotion, and | in the industry were thinking The rise of Democracy was theo- E. N. Bow. As chairman, I am surprised that sive 1 
& 2 : : retically at least, believed to have i. Dowie your paper carried such an impression 

advertising this year is on the | along the same lines, because it eliminated the rule by man instead of as I distinctly recall that I said that The 

. . . : ’ . ss 
distinctive features of its product, | wasn’t long before a number of | py law, but according to Roscoe | Reichsfeld Keeps Tryin these revisions would be referred to highei 

the Board of Direct th t white 
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more important to Frigidaire seemed particularly true because | courts of equity and substituted their | Cuba, Bolivia, and Chile was getting Sest a note to learn if the Metical deluxe 
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by the apparent price-mindedness | @me dependability, rather than | would substitute their own will for | England until the American immigra- , 
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of refrigerator prospects in the ' juation. at the wrong side of 6) years, how- tr none become a permanent orgar- . 
last couple of yor the belief The trouble with this type of If administrative agencies are con- | ever, I can obtain only a so-called Any data you might have to tell us for wi 
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& : A bject 
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an industry which at present | so prospects again began to | will on society. ae negotiating with an English | Both the number of peceie interested 
seems hopelessly caught and | bargain. Furthermore I hope I shall be sub- | 224 the willingness of some of the 


jammed between the price com- 
petition of Sears-Roebuck on one 
hand and the evident need for 
longer margins by dealers on the 


Cycle Swings Around 
To Product Selling 


LETTERS 


sidized by the Society of Friends 
(Quakers) by about £50—in this 
matter. I shall still have to raise an 
amount of 90 pounds somewhere 
abroad and the two amounts men- 
tioned will have to be deposited with 


prominent men in the air-conditioning 
industry to serve on the National 
Council indicate that there is a great 
need for such an organization. 
The predominant thought behind 
the movement from the start has 


New 
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WAT 


other that it deserves special . ; ele 
attention ° Ferhegs the syste hes agein + ee dealers, distributors, and contractor fy ted x 
swung around to the point where | What's the Wet Bulb T feel confident that maybe matters | ¢.4) that they are developing a new been p 
Writing in the June 29 issue of | :..9:,.: . will come to the point the one or oP 3 Murra: 
: 16 individual differences must be > the other way next week, and then I | ‘dustry with its own problems. variou: 
Printers’ Ink magazine, Frank | stressed. In order to sell quality | Today, Please? shall take the liberty of informing | , Because the air-conditioning bust J eriou 
Pierce, widely known Frigidaire | gs against price, it may be wise 6043 N. Paulina St. a ey ic pied: tite Dike inen | ee have not been satisfied to se [MP water. 
household refrigerator sales man- | to tell the prospect what’s in the Editor: Chicago, Iil. I will do my utmost in the States not posed ny Begg ry oo = oo 2 Case 
ager, has the following to say product, as well as what it will do. Attached is a copy of my letter of | t© become a burden to anybody and | i, gcsential to the whole, and that with 
about this idea: Show what the insulation and the | today’s date to the Chicago Tribune. ” eouae prscatrn A nee Sage os they all must be supervised by firms Heatin; 
finish consist of and why they’re It occurs to me that if various | gear i by ers am, | who understand both the engineering Copper 
It’s Prod Selli dh h newspapers throughout the country , Atresp Reicuersp and the merchandising aspects of al design. 
ts ro uct e ing, goo ’ Ow t e compressor oper- could be persuaded to use wet bulb conditioning. Overco! 
ates, who makes some of the temperature readings in their weather Very much interested in the asso Motor 


Not Competitive Selling 
“In mapping our 1939 program 


component parts and their reputa- 
tion for service and ingeniousness, 


reports, it might emphasize the need 
for refrigeration in most cases, to get 
satisfactory dehumidifying for air 


Back From Syria 


Frontier Refrigeration Co. 


ciation movement are those who sell 
air conditioning and are interested 
creating a market for their products. 


we decided that our dealers and | where certain materials come | conditioning. 904 Main St., Buffalo, N. Y. Firms making a business of “bidding” 

: from, etc.. etc ; : E. N. Bowes Sir: on air-conditioning work, and making 

their salesmen already knew ‘ re : Chicago Tribune: | Attached hereto please find my | no effort to sell equipment have 

pretty well the story of the ee The Chicago Tribune having pio- | check for $5 in payment of a sub- | shown little interest in the association" 
The more of such individual | peered the use of all-year-around air | scription for one year to Air Conpi- | movement. 


advantages of electric refrigera- 
tion. Consumers, too, know much 
of that story. 


“What we have to sell today is 
our idea of the superiority of 
Frigidaire over other electric 
refrigerators, the reasons why a 
family should buy a Frigidaire 


details a salesman has at his 
command, the more possibilities 
he has of changing the subject 
from price, and of giving the 
prospect reasons why the product 
he is selling is not only superior, 
but worth the price marked on 
the tag. 


conditioning throughout the entire 
Chicago Tribune Tower building, 
many of your editorial department 
have no doubt become familiar with 
some of the common terms used in 
connection with air conditioning. 
Therefore, you must realize that the 
daily reports of temperatures hour 
by hour in Chicago do not correctly 
indicate the actual severity of heat, 
or lack of heat at any time. 


TIONING & REFRIGERATION News and 
one No. A-5 air-conditioning manual. 

I have just been appointed Frigid- 
aire dealer for Buffalo and Erie 
county for commercial and air-condi- 
tioning sales. I have been Frigidaire 
distributor for a number of years in 
Syria, where I made a number of 
interesting commercial and air-condi- 
tioning installations. About a year 
ago I returned to America to again 


At the present time the plan is t° 
formulate a set of by-laws and policies 
and send them around to all members 
of the council to study and make 
changes. Regional meetings will b¢ 
scheduled during the balance of thé 
year in different geographical are® 
where men in the industry who 4 
interested can attend. Notice of thes 
meetings will be published well ™ 
advance. 
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yor Cppliances 


New, Lower Priced Bendix Laundry 


200 Ala. Apartments Get 
Westinghouse Kitchens 


BIRMINGHAM, Ala.—Installation 
of 200 Westinghouse electric ranges 
and refrigerators in the ‘“Redmont 
Gardens” apartments here makes 
200 complete electric kitchens avail- 
able for use in this garden-type 
apartment. The selection of this 
electrical equipment for the kitchen 
also makes the development an all- 
electric project. 

Other electrical equipment, in addi- 
tion to the complete electric kitchens, 
include laundry rooms with electric 
washers and ironers, interior and ex- 
terior lighting of the latest modern 
design, space heating and water 
heating by electrically driven auto- 
matic coal stokers, and floodlighting 
for the garages. 

The “Redmont Garden” project 
was designed by Raymond Snow, 
architect of Washington, D. C., and 
it will be operated by the Jernison 
Realty Co. Apartments will rent 
from $45 to $72.50. Builder-owner is 
B. L. Jackson of Washington, D. C. 


Four Large-Capacity Refrigerator Models 


Added To Westinghouse Line 


MANSFIELD, Ohio — Four new 
large-capacity models have _ been 
added to this year’s Westinghouse 
refrigerator line. 

The models are the E-200-39 and 
the E-135-39 in all-porcelain, known 
as “Emperors,” and the A-135-39 and 
A-200-39, cataloged as “Aristocrats,” 
in Dulux-exterior finish. 

Model E-200-39 has a net storage 
space of 20.1 cu. ft., with shelf area 
of 34.4 sq. ft. Twin units have an ice 
producing capacity of 216 cubes, or 
26 lbs., per freezing. Eight all-metal 
““Eject-o-cube” trays and two “multi- 
service” trays are provided. Stand- 
ard equipment includes two sliding 
“Meat Keepers,” one built-in full 
width ‘“Humidrawer” storage com- 
partment, and two thermometers, one 
on each door. 

The A-200-39 in the Aristocrat 
series has the same specifications as 
the E-200-39, except that the cabinet 


exterior is Bonderized and finished in 
white Dulux. 

Model E-135-39 has a net storage 
space of 13.5 cu. ft. and a shelf area 
of 26.5 sq. ft. It has a capacity of 
216 cubes, 26 lbs. of ice, per freezing, 
and has eight all-metal ‘“Eject-o- 
cube” trays, and two multi-service 
trays, two. sliding meat_ storage 
drawers, a built-in vegetable con- 
tainer, full width, and two ther- 
mometers. 

Model A-135-39 has specifications 
similar to the Emperor series model, 
except that its ice capacity is 152 
cubes, 18 lbs., and it has four all- 
metal ice trays. Exterior finish is of 
Dulux. 

All four models have ‘Sanalloy” 
evaporators, tray releases on all ice 
trays, all-porcelain food compart- 
ments, and hermetically sealed con- 
densing units, and “‘True-Temp” cold 
control. 
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New Products 


Design Changed In 
Chelsea Fan Line 


NEW YORK CITY — Several 
changes in design aimed at increased 
efficiency have been made in Chelsea 
Fan & Blower Co.’s line of “deluxe” 
attic fans this year. 

The fans are manufactured in sizes 
from 24 to 60 inches, and are finished 
in enamel, with frame work of light 
gray and fan blade in red. Engi- 
neering changes in the 1939 line 
include: 

External orifice for greater air 
delivery; die formed blades; ball- 
bearing motors and pillow blocks; 
specially constructed Kingston-Con- 
ley fan duty motors; thermal over- 
load protection on all motors; 
rubber-mounted belt tension device 
for quiet operation; and square steel 
frame with self-supporting base for 
easy assembly. 

The fans are now shipped in solid 
Plywood boxes, which can be used 
as part of the attic suction box, 
reducing cost of installation. Rat- 
ings are certified by Texas Engineer- 
ing Experiment Station, A. & M. 
College of Texas, in accordance with 
standard test code of National Asso- 
ciation of Fan Manufacturers and 
A.S.H.V.E. Fire Underwriters’ ap- 
proval also has been given the units, 
which may be financed on either 
FHA or EH&FA terms. 


MUELLER 
—— 


SYLPHON 
BELLOWS 


is the Heart 
of a Good 


Mueller engineers will tell 
you that Sylphon Bellows 
are dependable, rugged 
and long-lived ... that they 
banish packing problems 
entirely, provide a perma- 
nent seal against leakage. 


If you use refrigerating 
equipment, why not get the 
faultless service, the ‘‘Life 
Insurance” of Sylphon Bel- 
lows, in a valve that will 
cut your service costs? 


If you manufacture refrig- 
erating equipment, valves, 
thermostats, compressors, 
why not build this same 
“Life Insurance” into the 
vulnerable points in your 
products? Let us make rec- 
ommendations. 


Variable Flow Control 
In New Beer Faucet 


MINNEAPOLIS—New direct draw 
beer faucet and rod assembly incorpo- 
rating a variable flow control which 
is said to permit use of gas or air 
pressures high enough to balance 
internal barrel pressure and maintain 
brewery carbonation has been intro- 
duced by the Cornelius Co. 

It is claimed that beer can be 
drawn without waste, even under un- 
favorable condi- 
tions, with an 
increased profit 
of from $1 to $2 
per half-barrel. 

Streamlined in- 
verted cone valve 
within a_ speci- 
ally designed 


nozzle causes 
beer to flow in 
a solid round 
stream, it is 
claimed, con- 


tributing to con- 
trol and forma- 
’ tion of a thick, 
creamy head. Warm-up during in- 
termittent drawing is reduced by 
use of a dual-tube tap rod construc- 
tion, exposing a minimum of metal 
to room temperature. Less than 
half an ounce of beer is outside the 
keg at any one time, it is claimed. 

Design is sanitary and easy to 
clean, and dis-assembly is accom- 
plished without tools. Low position 
of the faucet valve is claimed to 
eliminate after-drip, and leaves no 
place in which the stale beer can 
accumulate. 

Internal diaphragm is said to seal 
beer from the working parts, elimi- 
nating sediment accumulations and 
preventing beer from coming into 
contact with parts of the faucet ex- 
posed to the air. Tap rod is of a 
special alloy which is claimed not to 
require plating or tinning. 

The faucet and rod assemblies are 
available in a number of types to fit 
any direct draw cooler, including 
those using a permanently mounted 
faucet and flexible barrel connection. 


New G-E Attic Fan 
Is Ceiling-Type Unit 


BRIDGEPORT, Conn.—A new de- 
velopment in attic ventilation utiliz- 
ing a ceiling-type fan 52 inches in 
diameter has been announced by 
General Electric’s appliance and 
merchandise department. This fan 
was designed to combine large air 
movement with extremely quiet 
operation. 

New G-E six-blade up-draft attic 
ventilating fan draws air from the 
house upwards into the attic through 
a large grille and discharges it to 
the out-of-doors through open win- 
dows or louvers. It is also suited 
for installation in offices and other 
commercial establishments as a 
regular ceiling-type fan. 

The new fan has been especially 
developed for installation in bunga- 
lows, cottages, and homes provided 
with an attic above the living and 
bedrooms. For a typical installation, 
the fan requires an opening about 
5 feet square through the ceiling of 
the upstairs hall into the attic, and 
an expanded metal grille to cover 
the opening. A 5-foot square box, 
that can be made of plasterboard, 
with cross support for the fan, is 
placed over the opening in the attic 
floor. 

Operating cost is said to be ap- 
proximately one cent an hour. Free 
air delivery from the fan is more 
than 11,000 c.f.m. and the maximum 
velocity 900 f.p.m. 

When the fan is installed in a 
special housing for home ventilation, 
its maximum air delivery when ex- 
hausting through a 52-inch aperture 
in the ceiling is slightly more than 
8,000 c.f.m. 

Fan blades are of oak, and metal 
parts are finished in black enamel 
for attic use, or electroplated bronze 
for office use. List price of the fan 
is $99.50. 


Shreveport Firm Producing 
Ventilating Equipment 


SHREVEPORT, La. — Shreveport 
Engineering Co., Inc. has on the 
market the “Bar-Brook”’ line of attic 
ventilators, air circulators, and win- 
dow ventilators with capacities from 
4,100 to 45,000 c.f.m. Units have cast 
aluminum blades, venturi throats, 
aluminum doors, and are complete 
“package” equipment. 


Stewart-Warner Adds 
Smaller Water Heaters 


CHICAGO—Two water heaters 
with capacities of 15 and 30 gallons 
respectively have been added to 
Stewart-Warner’s line of equipment. 

Designed for the minimum and 
medium hot water user, the water 
heaters include all features of previ- 
ous models in the company’s line. 
These include special heat trap, cold 
water inlet and special curve baffle, 
insulated and electrically welded 
tanks, hermetically sealed top and 
bottom immersed type units, auto- 
matic thermostats on each heating 
element, convenient drain valve, and 
Dulux exterior finish. 

Other water heaters in the com- 
pany’s line range in capacity from 
30 to 66 gallons. 


Installation Kit For 
Hotpoint Heater 


CHICAGO—Hotpoint has prepared 
a special installation kit for use 
with its 2-gallon “voguette,” to tap 
into regular cold or hot water lines. 
Price of the kit is $1.50 net to 
dealers. 

The kit consists of a coil of copper 
tubing 14-inch in diameter, a cut-off 
valve, and a fitting for clamping to 
the opening bored in the pipe line. 
One end of the tube is connected 
to the water line through a pressure 
adjustment valve, and the other end 
is connected through the cut-off 
valve to the cold water inlet of the 
water heater. 


Steel Shim Stock Available 
In 6 x 50-Inch Rolls 


LONG ISLAND CITY, N. Y.— 
Laminated Shim Co. is now offering 
an assortment of the most frequently 
used thickness of precision steel 
shim stock in an “economy carton,” 
newest kit of which consists of four 
6 x 50-inch rolls of stock in thick- 
nesses of .001 to .005 inch. 

Carton stands on a self-easel or 
may be hung on the wall, and shim 
stock is pulled through a slot and 
used as needed, avoiding waste, 
wrinkling, or handling a and 
saving time. 


Model 350—25 Cu. Ft. Net Capacity 


ERIE, PENNSYLVANIA 


B Clehler “Reach-in” 
STAINLESS STEEL—"7%he Lifetime Pimish’” 


REFRIGERATORS in 


Sizes from 25 to 68 cu. ft. Net Capacity 


Permanently beautiful... 
all food acids. 


STAINLESS STEEL available in all models—inside and out; or in 


everlasting durability and brightness... 
The acme of sanitary perfection, non-corrosive . . . impervious to 


combination with gleaming white porcelain. 


PORCELAIN and DULUX Models also available—porcelain inside 
and out, or with Dulux exterior. Models in Dulux inside and out, 


also available. 


GLOEKLER 


FACTORY 


Write for Complete Catalog of Display Cases and Refrigerators 


CTURING COMPAN'’ 


SALES OFFICE 


FOURTH AVENUE, PITTSBURGH, PENNA. 


Aerial Built-In on 
New Philco Radios 


FRENCH LICK, Ind.—A built-in 
aerial system, which does away with 
the need for aerial and ground wires 
and requires only a simple plug-in 
for operation, features the 1940 line 
of radio and television receivers 
shown by Philco to its distributor. 
dealer organization at its recent 
convention here. 

Carried through in the entire 
Philco line, the built-in aerial sys. 
tem does away with the necessity for 
installation. Three interdependent 
features combine to form the system 
—a newly developed, self-contained 
loop aerial, new “Loktal” tubes, and 
the “R.F. Stage,” which also utilizes 
a powerful television tube in its 
operation. 

The aerial is inside the cabiret, 
and permits the radio to be used 
wherever wanted. The R.F. Stage 
uses a new television tube, develoned 
by Philco engineers, which is said 
to triple its amplification power. 

Every 1940 Philco also is built to 
receive television sound. When used 
with television picture receivers, 
sound can be transmitted from the 
television receiver to the radio with- 
out use of wires or connections be- 
tween the two receivers. No wires 
or plug-in of any kind are needed. 
All that is required is conventional 
tuning with a special push-button or 
control, as with standard broadcasts, 

The company’s “remote control” 
feature, introduced last year, is con- 
tinued in the 1940 models. 

A total of 43 models is included 
in the line, including four record- 
player models. Radio-phonograph 
models include an “inter-mix” record 
changer, which permits changing of 
10 and 12-inch records, mixed, and 
will take up to 14 records at one 
loading. 

Home radio line includes nine 
console models and 11 table and com- 
pact models; nine models are in the 
farm radio series; and 10 radio- 
phonograph combinations. Three 
portable radios and one radio-phono- 
graph combination head that field 
for 1940. 


Gar Wood Home Heating Unit 
Convertible For Ventilating 


DETROIT—Production of two new 
home heating units designed espe- 
cially for operation in smaller homes 
has been announced by the air-condi- 
tioning division of Gar Wood Indus- 
tries, Inc. 

New model 80 gas-fired heating 
and air-conditioning unit provides 
automatic gas heating, humidifying, 
filtering, and forced circulation in 
winter, and air filtering and ventila- 
tion in summer. Features of the unit 
include “teardrop” firebox, fuel econo- 
mizer, steam-type humidifier, air 
filters, multiple-vane power blower, 
and approved gas burner. 

New model B-120-W is a_ hot 
water boiler-burning heating unit, 
fired by a new type oil burner that is 
claimed to provide a stabilized flame. 
The unit has small boiler water con- 
tent, quick boiler pickup, and longer 
flue gas travel, it is claimed. The 
unit utilizes the counterflow principle 
of heat transfer, whereby coolest 
gases pass through tubes immersed 

coolest water, hottest gases 
| through tubes in hottest water. 
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JUST A SALESMAN 


Air Conditioning 
NEEDS 
SALESMANSHIP 


Din WHEELER is a salesman. Just a 


salesman. 


Being a salesman is the only job he knows. 


That’s all he’s ever done. 


And he makes a pretty good living at it— 
making the payments on his house regularly 
every month—meeting his life insurance 
premiums—keeping three kids in school— 
buying the missus a new coat every second year 


—and driving a this-year’s two-door sedan. 


Jim has no hallucinations about ever becoming 


a millionaire. He discarded that idea long ago. 


But he is confident of always being able to 
make a fair living—for Jim has a wide 


acquaintanceship, a host of friends, and enjoys 


the confidence of lots of people who have 
previously bought things from him and whom 


he regards as his customers. 


Jim has a_ following. 


| N the past he has sold many things— 
automobiles, real estate, insurance. But for 
the past several years he has sold major 


electrical appliances. 


First he sold washing machines, then radios, 
and added refrigerators and ranges to his line. 
Later he discovered the possibilities of better 
commissions in selling commercial refrigeration 
—compressors, display cases, water coolers, 


walk-ins, beverage coolers. 


And all the time he has made a pretty good 
living. He has heard of WPA—but it has 
never meant anything to him. All he knows 
about WPA is that some people down the 


street are on relief. 


WY iran the past couple of years Jim’s 


attention has been attracted to air conditioning. 


Here is something he could sell—if the 
product is right and the price is right. He 


has his eye, particularly, on “package” units. 


Jim is no engineer and has no desire to 
become one. Just a salesman. He wouldn't 


know how to use a slide rule. 


He doesn’t know engineering—but he does 
know people. And, after all, it is people who 
buy things. 


Jim knows how people live, what they need, 
what they want, and what they can afford to 
pay for it. And he knows how to sell them 
what they need. 


Jim is accustomed to turn-downs. He gets a 


lot of them. Every night when he plans his 
work for the next day, he knows that many 


of his calls will not be immediately productive. 


But he also knows that some of them will 
bring results. For he operates on a law of 
averages. While he gets turn-downs, he also 


gets orders—and he gets a lot of them, too. 


Ti air-conditioning industry needs such 


men as Jim. 


To devote a decade to estimating, figuring, 
calculating, engineering, and talking about air 
conditioning may possibly be one way of 


selling it. Maybe so, maybe not. 


But Jim’s method is more direct than that. 
He perceives a need on the part of a prospect. 
He knows how to make his approach—tell 
his story—and, most important of all, how to 


ask for an order. 


Salesmen of Jim’s type can be of a lot of 


help in marketing air conditioning. 


Jim can sell. 


Hi: doesn’t subscribe for the 50-cent 
magazines nor does he belong to the Book of 
the Month Club. He reads the local daily 
and some of the 5 and 10-cent publications— 
and, first and most important of all, he reads 
his own trade paper, Am ConpiTioninc & 


REFRIGERATION News, which comes every week. 


Air-conditioning manufacturers who feel that 
their products need more creative salesmanship 
and who want to get in touch with Jim Wheeler 
—and there’s a lot of Jim Wheelers—may 
reach him effectively through. his trade paper 
—the News. 


He not only reads it, he studies it. 


Air Conditioning & Refrigeration News 


“The Newspaper of the Industry’’ 
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Smoke Damage Serious In Air Conditioning 
Fires; Dirt In System Greatest Hazard 


(Concluded from Page 1, Column 5) 
of combustible materials entering 
the recirculating ducts. 

If this system were installed in 
accordance with regulations of the 
National Board of Fire Underwriters, 
the ducts are properly constructed of 
incombustible material, they are ac- 
cessible for inspection and cleaning, 
protected where in the vicinity of 
combustibles, lined and lagged in part 
with incombustible materials, and 
provided with automatic fire dampers 
at floors, fire walls, and partitions. 

The recirculating duct openings 
(in this perfect system) are covered 
by screen of small mesh so that it is 
impossible for other than dust or lint 
to enter these ducts. The filters are 
incombustible, kept clean, and pro- 
tected by a sprinkler system actuated 
by a manually reset thermostat 
which is also connected to automatic 
dampers, cutting off the plenum 
chamber and stopping the fan. 

Steam coils for heating are prop- 
erly protected and brine is utilized 
for cooling. According to the 
speaker, there have been no fires in 
connection with air-conditioning sys- 
tems installed according to these 
standards. 


WHERE HAZARDS EXIST 


Mr. Loughead believes that air- 
conditioning engineers and contrac- 
tors should have an understanding of 
where potential fire hazards exist in 
any cooling system. According to 
the speaker, these points are the fan, 
the discharge or supply duct system, 
the return duct system, the fresh air 
inlet, duct lining, filters, and direct 
expansion cooling coils constructed 
with solder. 

The fan should be so located and 
arranged that ready access is af- 
forded for repairing, cleaning, lubri- 
cation, and inspection. One or more 
controls, readily accessible, should be 
provided so that the fan may be 
promptly shut down in case of fire 
and an automatic fire detecting 
device should also perform this 
function. 

Because air supply openings are 
seldom near the floor small pieces of 
paper and other combustible mate- 
rials seldom enter these openings. It 
is possible that dust will collect in 
these ducts, depending on the effi- 
ciency of the filters. 


Certain types of filters which per- 
mit the passage of oil soaked lint 
should not be used since there is a 
possibility of combustible materials 
lodging in these ducts; and in any 
event, means for periodic inspection 
and cleaning should be _ provided, 
the speaker said. 


RETURN DUCTS IMPORTANT 


The return or recirculating ducts 
may present a fire hazard much 
greater than any other part of the 
system, Mr. Loughead said. When 
the openings from the conditioned 
areas are at or near the floor, this, 
together with the direction of the 
movement of air, may invite the 
tossing of burning cigarettes, bits of 
paper, and other combustible debris 
through the grille openings; there- 
fore the return grilles should be pro- 
vided with inspection and clean-out 
openings so they may be kept clean. 


The mesh of the screen or grille 
should be made as small as possible 
without reducing the efficiency of the 
system, and in new designs this may 
be accomplished by increasing the 
duct inlet areas. Recognition should 
always be given to the added pos- 
sibility of a fire originating anywhere 
in the conditioned area being drawn 
through these ducts, involving any 
combustible materials within the 
system and then being conveyed into 
all parts of the building. 


FRESH AIR INTAKE 


The fresh air inlet should be of fire 
resistive construction, used for no 
other purpose, and the opening to the 
outside should be located well away 
from any possible exposure to alleys 
and areaways where burning mate- 
rials or smoke may be taken into 
this duct and distributed throughout 
the system. 


Ductwork installed in the building 
should be constructed of incombusti- 
ble materials and separated from 
woodwork and other combustibles. 
Materials used for lining or laggings 
should be incombustible, the speaker 
said. Even though the materials used 
should not be highly combustible 
under ordinary conditions, the possi- 
bility should be recggnized that they 
may burn vigorously in the presence 
of air movement in the ducts. 


You'll sell more Copelands, because your 
customers 
MONEY! 
refrigeration, and lower prices! 
value to please your customers—sales and 
profits to please you! 


Write TODAY for Full Information! 


GET MORE FOR THEIR 
Extra features, a famous name in 
Quality and 


TYPES 
SL-SP 


SOLENOID 
VALVES 


RT 


SUCTION 
THROTT- 
LING 
VALVE 


THE ELECTRIMATIC CORPORATION 
2100 INDIANA AVE. 


TYPE 
we 


WATER 
REGULATOR 


CHICAGO, ILL. 


running, noiseless. 


Customer Builders.... 


Trouble-free drives because they are built for steady 
service. Exclusive construction—endless whipcord strength 
member completely floated in rubber and placed in the 
neutral axis—resists destructive internal heat, stretch and 
side-wear. Thus, they remain flexible, strong, smooth 


THE MANHATTAN RUBBER MANUFACTURING DIVISION 


of Raybe stos-Manhattan, Inc. 


45 TOWNSEND STREET 


PASSAIC, N. a 


FILTERS 


While certain types of filters are 
incombustible ‘in themselves, their 
function is to collect dust and lint 
which are combustible. 

Another type consists of a revolv- 
ing screen which passes through oil. 
This type may present an added 
hazard, allowing an unusual amount 
of oil soaked dust and lint to pass 
through the filter and be deposited 
in the discharge ducts. All of these 
types are more or less hazardous, 
even when clean, on account of the 
oil, Mr. Loughead asserted. 

Another type has built-in units 
consisting of cloth and cotton or 
cellulose so arranged in Zig-zag 
manner as to present a large surface 
to the air, and while no air is re- 
quired in connection with these fil- 
ters, they are combustible and a 
source of fuel should a fire reach 
them. A cloth of spun glass, which 
is incombustible, is now available for 
this type of filter and is probably the 
least hazardous of any filter on the 
market at the present time. 

The ultimate aim of the filter 
manufacturer is to discover a liquid 
which will not burn and at the same 
time possess all the filtering qualities 
of oil. 

Steam coils located in the main 
duct for heating the air are usually 
of the fin type and should be located 
well away from combustible mate- 
rials. 


REFRIGERANT COILS 


Many refrigerant coils are made 
up with solder which generally has a 
relatively high melting point but 
nevertheless would fail under actual 
fire conditions, releasing the gas 
which may be explosive or toxic. 


SMOKE DETECTORS 
The speaker reported that several 


manufacturers are developing devices | 


for detecting smoke and the National 
Board of Fire Underwriters is spon- 
soring tests of this equipment. These 
devices are used to shut down 
blowers, close dampers, sound alarms, 
and perform other necessary func- 
tions to prevent the spread of fire 
and smoke by the air-conditioning 
system. 


FIRE WALLS 


Because one of the basic principles 
of fire prevention and control is the 
use of fire walls, it has long been 
realized that air conditioning which 
entails the piercing of these fire 
walls and floors would offset much of 
the effort that has been made to 
reduce the areas which may be in- 
volved in a fire. The actual regula- 
tion of theaters, motion picture 
studios, paint spraying, etc. came 
about only after a loss of life by fire 
in these occupancies and it is hoped 
that lessons such as these will not be 
necessary in order that the installa- 
tion and use of air conditioning may 
be properly regulated, Mr. Loughead 
said. 


NO LOSS OF LIFE 


While there is no record of loss of 
life associated with improperly de- 
signed systems at this time, the fire 
loss and smoke damage has been 
considerable. 

The speaker was able to cite only 
a few instances of fires in air-condi- 
tioning systems out of the thousands 
of systems operating in this country. 
No statistics were given to show 
whether or not air-conditioned build- 
ings present a greater fire hazard to 
the insurance companies than build- 
ing which have no _ conditioning 
equipment. 

Fires cited by Mr. Loughead were: 

1. Detroit department store— 
$22,000 damage. Fire started when 
workman ignited oil filter with an 
acetylene torch. Most of the smoke 
and heat backed out fresh air intake 
after fans were stopped thereby re- 
ducing damage. 

2. New York City theater— (dam- 
age not stated) burning of rubbish in 
an areaway directly under discharge 
duct caused smoke, sparks, and heat 
to be discharged into the balcony. 

3. Los Angeles office building 
(damage not stated) when janitor 
discovered smoke caused by burning 
duct lining it was necessary for him 


| to go from basement to tenth floor 


roof to shut off fan. 


4. Minnesota schoolhouse—damage 
$150,000 (March 1939). Condition- 
ing system installed between combus- 
tible roof and incombustible ceiling of 
third floor. Fire was transmitted to 
school rooms by supply ducts when 
burning brands from roof boards 
passed through the ducts. 


5. Detroit (Suburban theater). 
Burning Christmas trees in an alley 


‘Little Flower’ Plays Engineer 


Fiorello H. LaGuardia, mayor of New York City, assists Chief Engineer 
Mike Murphy (left) in turning on the new 450-ton Carrier air-condi- 
tioning system at Lord & Taylor’s Fifth Ave. store as Walter A. Hoving, 


the store’s president, looks on. 


departments. 


The system will serve all the fashion 
Ducts run through stockrooms behind selling enclosures. 


caused small loss when’ smoke 
entered fresh air intake of system. 

6. Texas schoolhouse (several years 
ago). Fire starting in a pile of 
kindling wood outside the building 
entered fresh air intake of ventilat- 
ing system and destroyed the build- 
ing. 

7. Holyoke, Mass.—Textile plant. 
Smoke from a tar kettle on roof 
entered fresh air intake of condition- 
ing system and damaged supply of 
yarn. 

8. Detroit—Suburban residence— 
Smoke from a burning floor sander 
entered forced air heating system 
causing considerable smoke loss. 

9. Detroit department store—1938. 
Damage $110,000, entirely due to 
smoke. Fifteen sprinklers opened, 
controlling the fire, which started in 
duct system. The fire department is 
reported to have taken several em- 
ployes down ladders from the second 
story windows. 

This fire was evidently fed by an 
accumulation of waste paper scraps, 
lint, and other refuse both in the dis- 
charge and return ducts and might 
have been ignited by a cigarette 
thrown into a return duct or the 
plenum chamber. Examination of 
the supply ducts showed an accumu- 
lation of oil soaked lint and examina- 
tion of the return ducts showed sales 
slips, gum wrappers, and cigarette 
butts in the horizontal returns. 


SMALL SYSTEMS 
RECOMMENDED 
Mr. Loughead stated that a simple 
way by which the hazard of spread 
of fire and smoke through a building 
may be effectively reduced is to in- 


stall one or more small systems for | 


each floor in place of one large sys- 
tem serving several floors. 

The speaker recommended that 
fire doors be installed in ducts where 
they pierce a fire wall or floor. He 
said that the general attitude of the 
air-conditioning industry has been 
that this was an 
problem until actual 
were presented, and 
that in many installations such cut- 
offs would not be necessary. 

Sprinklers were recommended to 
protect all filters, as well as the use 
of some type of smoke detector. 


illustrations 


insurmountable | 


it was shown | 


Hadley Becomes Executive 
Of Management Firm 


INDIANAPOLIS—Earl L. Hadley 
has resigned as advertising manager 
of the refrigeration division of 
Philco Radio & Television Corp. here 
to join Associated Engineers, Inc., 
management consultants of Ft. 
Wayne, Ind., as vice president. 

Mr. Hadley will act as_ sales 
promotion and advertising counsel in 
his new connection. 

Mr. Hadley had been advertising 
manager of the home _ appliance 
division of Fairbanks, Morse & Co., 
and when Philco acquired that part 
of Fairbanks-Morse business he re- 
tained the same position. 

Previously Mr. Hadley had _ been 
advertising manager for the Grigsby- 
Grunow Co., when it was manufac- 
turing Majestic radios and refriger- 
ators. 


Ty 

HAVE CLARAGE 
MAKE THEM !’’ 
Every year we ship 

to builders of air 

conditioning units thousands upon thou- 
sands of Clarage Blower Wheels and 
Assemblies. 

This smaller equipment is designed with 
the same skill characteristic of the larger 
Clarage apparatus—just as carefully fab- 
oa and tested. 

we have sizes to meet ALL RE- 

QUIREMENTS—-with slow speed operation 
insuring SILENT PERFORMANCE. 

May we have your next inquiry? 


CLARAGE FAN COMPANY 


KALAMAZOO, MICHIGAN 
Sales Offices in All Principal Cities 


| 


vision, Evansville, Ind. 


SERVEL 


COMMERCIAL REFRIGERATING MACHINES al { 


Whether your requirements are large or small, standard or spe- 
cial, Servel engineers can help you solve your most vexing prob- 
lems of commercial refrigeration or air conditioning. Write today 
to Servel, Inc., Electric Refrigeration and Air Conditioning Di- 


Servel's 4- qzlinder : 20 HP 
machine unit yne of 
fe models in the conplete 


The Market is Ready for 
te ROOM CONDITIONERS, 


As personal comfort equipment fot 
home or office or as a profit-building 


appliance for any small business 


establishment .... 


the GR ROOM 


CONDITIONER offers an unusual sales 

opportunity and is a remarkably effi- 

cient piece of equipment for the user. 
Get details. Write: 


AIR CONDITIONING 
“<0 Dept. AC-4 


GENERAL REFRIGERATION CORPORATION | 
Beloit, Wis., U. S. A. 
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Ctoher News 


stoker Makers Declare Federal Spending 
Policies Keep Retail Prices Too High; 
Study Long-Range Promotion Program 


FRENCH LICK, Ind.—New Deal 
spending policies managed by politi- 
cal Houdinis can never be substituted 
for private payrolls, in the opinion of 
E, C. Sammons, vice president of the 
Iron Fireman Stoker Co. of Portland, 
Ore., who, as president of the Stoker 
Manufacturers Association, asked the 
group to take a strong stand against 
federal taxation and spending at the 
association’s annual meeting here 
last month. 

At the closing sessions of the con- 
vention a resolution was passed, 
stating that “this association is 
opposed to the continued program of 
our national government attempting 
to spend us back to prosperity, re- 
sulting in a mounting burden of 
taxation with its ultimate reflection 
in the cost of merchandise which we 
sell.” 

Mr. Sammons criticized the gov- 
ernment spending program which 
makes it impossible for stoker 
manufacturers, dealers, and distribu- 
tors to give the public the benefit of 
savings in manufacturing and selling 
costs which would be possible if it 
were not for heavy taxation. 

Principal activities of the associa- 
tion during the coming year will be 
to encourage wider use of stokers for 
bituminous and anthracite coal. 

In line with this proposed activity 
executives present gave consideration 
to a long range national advertising 


and public relations program which 
had been prepared by Marc G. Bluth, 
secretary of the association, and the 
advertising committee. While action 
on this program was deferred, the 
group will meet again in October to 
give further consideration to the 
project. 

The convention was also addressed 
by Julius K. Luthe, president of the 
Perfex Corp., Milwaukee, who voiced 
the need for complete stoker fired 
heating units; A. R. Stock of the 
Sinclair Coal Co., Kansas City, who 
spoke on the use of slide films in 
stoker selling; H. J. Spear, assistant 
general sales manager of the Kop- 
pers Coal Co., Pittsburgh, who out- 
lined methods of cooperation between 
the coal and stoker industries; Paul 
Weir, president of the Illinois Mining 
Institute, who discussed stoker coal 
preparation; and Clyde E. Williams, 
director of the Batelle Memorial 
Institute, Columbus, Ohio, who 
asked the manufacturers for better 
research. 

The meetings were concluded at 
the annual banquet which was ad- 
dressed by Barton R. Gebhart, vice 
president of the Chicago, Wilmington 
& Franklin Coal Co. Mr. Gebhart 
eulogized stoker manufacturers for 
the great strides that have been 
made in industry employment, both 
in manufacturing and selling, in 
recent years. 


New Link-Belt Line Eliminates Shear-Pin; 
Improvements Shown At 3-Day Meeting 


CHICAGO—“Further developments 
of functional design, both in engi- 
neering and appearance, are char- 
acteristic of the Link-Belt line of 
residential and commercial stokers 
for 1939,”’ declared J. E. Martin, man- 
ager of the stoker division of the 
company, during a three-day confer- 
ence of distributors held here re- 
cently. 

High point of the three-day meet- 
ing was a banquet at the Palmer 
House at which Alfred Kauffman, 
Link-Belt president, acted as master 
of ceremonies. 

Color of the new Link-Belt models 
is maroon, trimmed with chromium 
and black. The transmission com- 
partment and-inside of the hopper 
are sprayed with an aluminum-color 
rust resisting compound. The hopper 
lid is rigid; and the louvers for air 
intake are located in the back panel 
instead of at the side. 

An outstanding feature of the 1939 
line is the elimination of the shear- 
Pin by means of a built-in overload 
protection device which rings an 
automatic Load-Signal if it becomes 
necessary to open the cleanout. 

The Air-Meter regulates the 
amount of air supplied to the fire in 
Proportion to the thickness of the 
fuel bed at the time of firing. After 
initial adjustment, this device is said 
to need no further attention. 

The Link-Belt variable intermit- 
tent drive has been continued in the 


current year models. This transmis- 


sion provides. finger-tip control, 
eliminating the necessity for chang- 
ing belts. 


Retort and tuyeres are cast from 
a chrome alloy that is resistant to 
heat and abrasion; tuyeres are sec- 
tional to permit expansion and con- 
traction without cracking; the air 
duct and coal tube have been com- 
bined into a single unit to facilitate 
installation, and smoke-back preven- 
tion is effected without the use of 
external pipes. 


Sells Five Stokers— 
Then Orders Carload 


CHATTANOOGA, Tenn.—Based on 
experience gained in marketing an 
original order of five stokers, the 
Bryan Coal Co. has placed an order 
for a full carload of 53 Delco stokers 
to satisfy market demands during 
the current selling season. 

The Bryan organization is con- 
ducting an aggressive activity pro- 
gram this year with no _ seasonal 
let-up. Exterior of their business 
office and warehouse has been painted 
white and the showroom features a 
cut-away view of a Delco stoker. 

Sales methods employed by the 
company are based on having coal 
solicitors canvass for stoker pros- 
pects. 


——————— 


ally advertised, 


DEALERS - DISTRIBUTORS 


Large well-rated manufacturer, with national organ- 
ization, will appoint several distributors and dealers 
to complete merchandising setup. Complete line of 
bituminous and anthracite automatic burners, nation- 
competitively priced, backed by 
extensive promotion. Write us for information and 
sales analysis of your territory. 


LINK-BELT COMPANY, Stoker Division 
2410 W. 18th St., Chicago, Ill. 
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May Stoker Sales 
Show Small Gain 


WASHINGTON, D. C.—Stoker 
sales for May, 1939, reported by 
101 manufacturers to the Bureau of 
the Census were slightly higher than 
sales reported by 112 manufacturers 
for the same period of 1938. May 
sales totaled 5,238 units in all classes, 
as compared with 4,969 units sold 
in May of last year. 

Sales for the first five months of 
1939 were 18,814 stokers, against 
17,404 sales reported in 1938. Sales 
totals for the January-May period of 
both years were still well under the 
all-time high of 1937 when 24,795 
stokers were sold during the same 
months. 

While gains during May were 
made over May of last year in all 
classes, greatest advance on a per- 
centage basis was found for domestic 
anthracite stokers, which advanced 
approximately 20% over the previous 
year. 


Stoker Psychologist 


Dr. H. C. McComas, president of 
the McComas Coal Co., Baltimore, 
distributor for Century oil burners 
and anthracite stokers, now spends 
a portion of his time lecturing to 
clubs throughout the country. Subject 
of these lectures is not heating—but 
psychology. 

A onetime Congregational minister, 
Dr. McComas later joined the faculty 
of Princeton University, and lectured 
there on psychology for many years. 
Recently he has “retired” from teach- 
ing to manage an extensive coal and 
automatic heating business in Balti- 
more. 

Business men who call on Dr. Mc- 
Comas at his Baltimore office will 
find him equally conversant on “the 
normal personality” and on automatic 
heating equipment. 


Robbins Appointed 


Conco Manager 


MENDOTA, Ill.—M. F. Robbins, 
Jr. of Brockton, Mass., has been ap- 
pointed eastern divisional manager 
of Conco-Sampsel Stoker Corp. He 
will be in charge of both sales and 
service for the company’s domestic 
and commercial stokers, oil-fired air 
conditioners, and conversion oil 
burners. 

For the past five years Mr. Robbins 
has been eastern sales manager for 
Norge’s heating and _ conditioning 
division, and prior to this was eastern 
representative for Tim-Zor Corp. 


Busser To Sell Anchor 


Stokers In Pennsylvania 


LEWISBURG, Pa.—Busser Supply 
Co. has taken on distribution of 
Anchor coal stokers in several Penn- 
sylvania counties. David Alspaugh 
is manager of the department. 


ASHVE Broadens Research Activity as It 
Extends Cooperation To More Schools 


(Concluded from Page 1, Column 5) 
ductwork will be the subject of 
studies to be made at Lehigh Uni- 
versity, and another cooperative 
project will be carried on at the Case 
School of Applied Science, at Cleve- 
land. 

For the first time in the history 
of the society a research program 
will be undertaken at the Massachu- 
setts Institute of Technology. Sub- 
ject of this study will be acoustics 
in air conditioning. 

Corrosion of materials will be 
investigated at Michigan College of 
Mining & Technology, dust elimina- 
tion from air will be studied at the 
University of Minnesota, and air 
friction studies will be carried on at 
the University of Wisconsin. 

At the University of Pennsylvania 
the research project embraces the 
investigation of a new theory of 
psychrometry which is not based on 
Dalton’s Law, but is following a new 
theory relative to the composition of 
air and water vapor. 

Treatment of disease in operating 
and recovery rooms will be studied 
at the University of Pittsburgh where 
special attention will be paid to the 
application of fever therapy. 

Cooperative research projects now 
extend to several branches of the 
Federal Government, Mr. Fleisher 
said. One of the most important 
undertakings for the coming year 
will be a study of ventilation in 
ships, in cooperation with the United 
States Navy at Washington, D. C. 

Investigations will also be made 
of air pollution and air purification 
in cooperation with the Federal 
Government and with a number of 
city governments throughout the 
country. 

New structures, built on _ the 
roof of the society's research labora- 
tory at Pittsburgh, will be devoted 
to a study of heat and solar radia- 
tion through glass blocks, in an 
effort to gain fundamental data on 
this subject for use by the air-condi- 
tioning industry. 

Activities of the research com- 
mittee will also include investigations 
of radiation and its relation to com- 
fort. Mr. Fleisher stated that, in 
spite of the fact that this subject 
had been under consideration by the 
society for a number of years, in- 
terest in the properties of radiant 
heat and the proper use of radiation 
was still the subject of many ques- 
tions and no little controversy. 


The project on air conditioning in 
industry will be continued; new 
studies will be made of the heat load 
through various wall sections; the 
committees on solid fuels and insula- 
tion will continue their activities. 

Mr. Fleisher pointed out that the 
society will continue to gather data 
on subjects relating to heating, 
ventilating, and air conditioning 
which may be considered funda- 
mental by the research committee. 
He pointed out that while certain 
subjects investigated during the past 
year had been considered too limited 
by some members of the society, he 
believed that a great deal of funda- 
mental data had been gained from 
these investigations. 


Plan Salesmen Awards 
For Laundry Drive 


(Concluded from Page 1, Column 2) 
members that promotions mapped 
for Washer-Ironer Week will include 
a national window display contest, 
with a top prize of $500 for the best 
window, a second prize of $300, five 
prizes of $100, and 10 of $50. 

To get manufacturer and distribu- 
tor salesmen interested in the con- 
test and the promotion, awards will 
be offered to the salesmen who sell 
to dealers having prize-winning 
windows. 

Urging manufacturers to cooper- 
ate actively in the campaign, Mr. 
Gallagher said that, while definite 
results of such a promotion were 
difficult to gauge, sales records show- 
ed that October, the month the drive 
was staged last year, was the first 
month to show an increase over a 
corresponding 1937 month. 

The association voted to conduct 
the second annual Washer and Ironer 
Show at the Stevens hotel here next 
January, in cooperation with the 
exhibit put on by the National House 
Furnishings Manufacturers Associa- 
tion. 

Standards committee of the asso- 
ciation reported that it is now work- 
ing on the development of tub size 
standards, and that, upon its request 
that Underwriters’ Laboratories 
make changes in the standards on 
ironers, UL has decided not to 
approve non-automatic ironers. A 
report also was made on the develop- 
ment of rollstops on wringers. 


The New H. & H. 


Sell Something Easy to SELL! 
PRO-DU-SELLER 


- 


Double Duty Vegetable Case 


Designed by a Master Merchant FOR 
MERCHANTS. Height 52 in. New hydrator 
refrigeration Si Equipped with ex- 
clusive H. & H. illuminated “Sales Increaser” Panels. The fastest selling, biggest 
money making case on the market. Get this case in your line Ww. 


Write for information regarding franchise for H. & H. Refrigerator 
Products in Your Territory 


HOLCOMB & HOKE MFG. CO., Indianapolis, Indiana 


HAS WHAT IT TAKES 


_to Make Sales 
for Dealers Today 


@ Combustioneer officials 
were pioneer dealers in auto- 
matic coal heat. From actual 
selling experience they know 
what prospects want in an 
automatic coal burner. That’s 
why Combustioneer has what 
it takes to make sales today. 
@ Eye-appeal—loads of it! 

@ Exclusive features that 
dramatize Combustioneer’s 
superior heating and money- 
saving advantages. 


ciate. 


 Precision-built quality that 
prospects can see and appre- 


@ Prices that make Combus- 
tioneer the ‘‘buy’’—the big 
value of the year. 

@ Mail the coupon today for 
Combustioneer’s new Profit 
Plan—including Package Price 
with controls and localized 
sales helps. Make more sales 
with Combustioneer this 
season. 
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‘ Po eee 


MAIL THIS TODAY 


COMBUSTIONEER DIVISION, The Steel Products 
Engineering Co., 118 Dakota Ave., 
Springfield, Ohio. 


Send your new proposition to: 
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Connecting Lines 
located, the refrigerant lines are run . . ° 
mmercl4a ervi(ce to the service valves located on the Of This Series of Articles on 
erated uip- . . . 
a” a Semia a, Soda Fountain Refrigeration? 
€ to the various compartments are run If so, here is good news! The Here’s how you may obtain the firg 
to flare tees and a single %-inch | entire series will be published in book | 40 pages at once: Vv 
iff R B e k F e liquid, and 5%-inch suction line is run | form soon after the last article (1) Send a new or renewal subscrip. of | 
Di erences efween runswic ountain to the condensing unit. appears. The type matter is now | tion to AiR CoNnDITIONING & Rernicep,. $10 
Use lines of the same size as those | being rearranged in book-page size | TION News for one year. Price $4. ope 
— mentioned on the “Running Test (6 x 9 inches) but it will be several (Foreign $6.00). You will receive the Rur 
” weeks before the series is ended. preprints of 40 pages at once, als 
& Other Makes Analyzed For Servicing Report,” Mpgees WER seek | gust f th 1 imil ints of the enti 1 
Install the refrigerant surge tank y pages o e manual are | similar preprints of the entire seria T 
already completed and a limited quan- | on Soda Fountain Refrigeration. Ty, 
adjacent to the compressor, being | tity of press proofs have been struck | offer expires Aug. 31, 1939. apP 
By Arch Black and Dean C. Seitz ~~ i ta ot Be Png 4 pong - These 40 pages, stitched into a (2) or, send 20 cents in stamps » = 
. ° ° a ho n position an a € | folder, include the first 10 instalments | coins for the folder containin e€ 
Testing Brunswick Fountains ae te A ag <n Boy Ave lowest point of the surge tank is | which were published in the News | preprinted pages only, as describe: mill 
Each Brunswick fountain, before | with the exception of that from the | higher than the suction inlet of the On. 3 to Don. Hae. snare. om" 
being shipped from the factory, is | Brunswick instantaneous cooler. CoEnpPeawes. A 
connected to a compressor of the When the fountain is received in < —". . s 2 ee 
proper size and the entire equipment | the field, the only material to be in- Details of Fountain F Ig. 1 D ef rol t Lubr icator Expansion Valve ” 
for the installation is put in opera- | stalled is the copper tubing which — 
tion and the necessary adjustments | must be run from the manifold salad When a complaint is registered on 
made. After this, a test report is | unit and back bar refrigerator to the | ‘efrigeration equipment, there is no —Jt a Ho 
made out and sent with the fountain | condensing unit. particular difficulty in effecting a 
on which is listed the regulating | It is suggested that hard drawn een pl i leak 5 tee - 
valve settings, head pressures, and | copper tubing should be used in mak- : 
other pertinent information which ‘ox the andi between the above | ‘agnosis can be made, a complete ABCDE F G HJ KLM N 0 
will be of importance to the installa- | mentioned units and the compressor. | knowledge of the system is essential (Cc 
tion and service engineer. All set- | This is in order to pass code require- | 25 Well as an understanding of the es 
tings should be checked from this | ments. function of the various control sys- ee L, > the 
report and the following tempera- Where local or state refrigeration tems that may be in the system. = § [{[ (#2 a Zo B| = 
tures should be maintained: codes do not require the use of hard Therefore, when rendering service eT, adj 
Bulk compartment ......... 8° to 13°F. | drawn tubing, it will be permissible | 02 4 Soda fountain, if the service A 4 iF 
Brick compartment ........ 0° to 45°F to use soft copper tubing and the engineer does not know all the UY IO TODCODUNEICODRCONND Y 
Carbonated and necessary tees, fittings, etc., which | details of the refrigeration circuit, it xe NTL ; y 
SWOG WATEP onic cccccicvee 38° to 40°F will be required to connect the is quite likely that he may come to S Y, , P in | 
MOP TUM bicscccacesosss 50° F. or less various parts of the systems to the wrong conclusions when determining UL Ss : tem 
Me MISUERS acéissistencess 38° to 45°F. | condensing unit. the cause of any trouble reported. Q chal 
Salad unit (dry storage).. 35° to 40°F. Attention is called to this because | go =  — “sé the 
Salad unit (water bath)... 32° to 37°F : : . the reader will have noticed that in fror 
a eel back Condensing Unit Location previous articles on several instances R wise 
eer 35° to 40°F, The condensing unit should be | there has been a similarity of the can 
with switch settings as are given in | located as centrally as possible to | Suggested remedy for a given com- T Ss the 
Table 1 (July 5 issue). insure short liquid and suction line | Plaint in soda fountains of different Cross section of Detroit Lubricator No. 674 thermostatic expansion valve. bull 
runs, free from oil traps. Provision | manufacture. Such a similarity, A—power element; B—power ele- N—strainer gasket; O—inlet connec pe 
Installation should be made for an ample amount | however, only exists when there is ment bellows; C—anti-chatter device; tion; P—needle ’ swivel; Q—plug, a 
of cool air in the case of air-cooled | @ Similarity in the design of the re- | ,” . fact d t : ‘a serv 
S frimeration circuit and controls used. push rod; F—factory adjustmen hermetically sealed; elubaloy that 
When the creamer unit is con- © units. 8 (674); G—stainless steel extension; needle; S—delubaloy seat; T—outlet 
In the Brunswick system, not only | q~pbody bellows; K—inlet strainer; connection. ort 
is there a difference in design, in | L—capillary tube; M—feeler bulb; —_ 
THE ARRY ALTER CO the method of controlling the respec- = 
aii L A R G E S T “ tive circuits that may be on the | Peerless of America, Inc. In every | Lubricator No. 673 except that the 
1728 S. MICHIGAN AVE, | fountains, out the controls, including | case, however, these valves are of | adjustment is sealed on the inside 
i cect A N D M @] S T = expansion valves, are entirely differ- | the non-adjustable type. It is accurately adjusted at the fac. 
o ' tas CHICAGO —— those ee The thermostatic expansion valves | tory and is never adjusted on the job. 
viipion WE SELL W ere are no solenoids referred to on other makes of The model designations of the De m 
eae COMPLETE LINE ONLY... WRITE FoR | system, the pressure regulating valve | fountains have been of the adjustable | troit valve used in the Brunswick — 
CATALOG ON YOUR | differs to some extent from that used | type, and in every case where it | fountain are the No. 674-M-40 (.078 RA 
0 F R E F R ] G E R A T | O N STATIONERY. on other fountains, the expansion | has been necessary to make an | orifice) methyl chloride or the No. = 
TRY om 5 -saaaal eae ae a age adjustment on the valve in order to | 674-F-55, and either of these valves cons 
son ype instantaneous water cooler obtain desired results in any specific | are standard. word 
AND AIR CONDITIONING used, etc. Therefore unless the | refrigeration circuit, in a fountain Fig. 2 is a cross section of the PA 
PA RTS AN D SU PPLI ES IN. TH E U. S. A. service engineer has a complete | equipped with a thermostatic expan- | Peerless thermostatic non-adjustable advel 
understanding of the function of | gion valve, it has been recommended | expansion valve. The model VM .047 Pn 
these respective items, he may not | to make the adjustment by the | orifice is used with methyl chloride, rt 
8 BRANCHES: NEW YORE, DETROIT, CLEVELAND, ST. LOUIS AND 3 IN CHICAGO | render satisfactory service even | “frost line method.” and the model VF with .078 orifice Ave., 
4 | through the complaint registered There being no adjustment on the | is used on “Freon” fountains. These ~— 
may be the same. valve used in the Brunswick foun- | valves are similar to Peerless stané- — 
When the customer calls, all he | tain, this method cannot be followed. | ard model V line of valves, the main MAN 
does is to register a complaint, “the | Whether the valve is adjustable or | difference being that the adjustable pooh 
ice cream is soft.” However, the | not, it is very important, however, | feature of the standard valve is pas a 
procedure to be taken to effect a | for the service engineer to bear in | eliminated, and provision is made for engir 
remedy may differ depending upon | mind that once the valve is set and | sealing the super-heated setting once hold 
the system in a given fountain and | operating satisfactorily, it is indeed | it has been made. No adjustment = 
ag hea ce Pr ay ogg it | on rare occasions that any adjust- | can be made in the field. conn 
FIELD DEMA Ss very impor a € service | ment is required. Too often, without In a previous article, it has been J 
FOR HIGH ob RNOMENG = Ney ya engineer study carefully and know | giving due consideration to the pos- | pointed out that each fountain mant- } nl 
CAPACITY PRECISIO T in detail the system to which he is | sible causes of the complaint | factured by Brunswick before lea’: — 
& PRECISION CIAL UNITS ee on P sccigee'y wel have a full | registered, some service engineers | ing the factory is tested ani 
understanding of what may ex- | immediately decide to adjust the i in is at ENG] 
TECUMSEH PRODUCTS CO., TECUMSEH, MICH. | | pected trom the different controls in | valve susead © seek aang Weeeerel Te 
utor: Refrigeration Supplies Co., Ltd., Zones, Ontario ached a card showing temperatures 
“— gnc ine etnalinietien tes cities Where adjustable valves are used, | obtained in the various sections of oy 
ere W as arity in effect- | it may be found occasionally when | the fountain, head pressures, ete . 
HIGH AND CONSTANT CAPACITY A 5 Se Se ee | 6 ae oe Dut started up, some | These expansion valves, therefor [iM cape 
: ountains aS | minor adjustment is required. Never | must pass through the _ respective engin 
|g. gy BO hy ge pom man oe os | ne a. has already been described for other attempt to adjust valves before the on cle rll as aa as = 
og capacity, Begventa need | for cleaning ootis. Spray ump, fountains, and this should be kept system has been in operation several | Brunswick, and it will be rarely Refri 
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Appliance Sales Totaling $10,000,000 Seen 
As Result of Proposed REA Program 


WASHINGTON, D. C.—Possibility 
of electrical appliance sales totaling 
$100,000,000 in the next few years is 
opened by the new 460-million-dollar 
Rura! Electrification Administration 
program, REA statisticians estimate. 
The estimate is based upon the 
approximately $100,000,000 in appli- 
ance sales made since inception of 
the REA program among the 1% 
million farms now receiving electric 
service. Although the President 
recomended expansion of the pro- 
gram to 1% million rural families 
“not now receiving electric service 


eS 


How Valves on Brunswick 
Fountain Operate 


(Concluded from Page 16, Column 5) 
has become plugged, etc. Actually, 
the only adjustment that can be 
expected to be made with these non- 
adjustable valves in the fountain is 
py moving the location of the bulb 
of the power element. 

As will be noticed from Fig. 5 
in the June 28 issue, a change in 
temperature can be expected by 
changing the location of the bulb of 
the thermostatic expansion valve 
from one well to the other. Like- 
wise a slight change of temperature 
can be expected in the syrup rail or 
the dry storage by relocating the 
pulb of the thermostatic expansion 
valve. Relocate the bulb as a last 
resort only, but in the event of a 
service call, be sure to check and see 
that the bulb is properly in the well 
or rigidly clamped to the coil. 


nor likely to receive such service in 
the near future,” REA authorities 
believe the appropriation may be 
administered to reach 1% million 
families. 

Should electric service be extended 
to another 14 million farm homes, 


-REA statistics indicate the appliance 


purchases will be about as follows, 
judging from present saturation for 
existing projects: 


NE EEE SS twaseedusie sas $1,037,500 
BE oon oe nd ie ce paetintale et 1,000,000 
OOO. 6563050040 40580% 350,000 
SA er ee 700,000 
EE epee cata éskias neat 46,250 
pe re 20,000 
Vacuum Cleaners ............ 120,000 
I aon 030905040495 300,000 
FD 0.5.5 6 kee 005 6505 200,000 
py Ee te 130,000 
BeOe UE 4:5 43404550:95000098 150,000 


These figures are thought to be 
conservative by the statisticians, be- 
cause of the rapidly increasing appli- 
ance saturation on existing projects. 
In one recent six-month period, the 
average customer’s appliance pur- 
chases increased $20, REA statis- 
ticians say. 

Rate at which rural line construc- 
tion costs are being lowered leads 
REA to believe that the appropria- 
tion might be extended to 1% 
million farm homes, instead of the 
1% million stipulated by the Presi- 
dent. Average cost is now $1,000 a 
mile. At this rate, the new program 
would create 460,000 miles of line. 
Figuring three farm families per 
mile, this would mean addition of 
1,380,000 families to appliance deal- 
ers’ prospect lists. At _ present, 
6,808,872 farms in the United States 
are without electric service. 


CLASSIFIED ADVERTISING 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words, four cents each. Three 
consecutive insertions $5.00, additional 
words ten cents each. 


PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


POSITIONS WANTED 


MAN, 35 years old, graduate refrigeration 
and mechanical engineer. Thirteen years’ 
experience with large manufacturers in 
research, production and all phases of 
engineering and design, covering house- 
hold hermetics as well as large commer- 
cial refrigerating compressor systems. 
Employed, but anxious to make new 
connection. Married. Protestant. Mem- 
ber A.S.R.E. Will go anywhere. Box 
Hw Air Canditioning & Refrigeration 
ews, 


POSITIONS AVAILABLE 


ENGINEER WANTED. American corpo- 
ration considering manufacture and sale 
household and commercial refrigeration 
and air conditioning equipment Australia 
requires competent engineer of wide 
experience to supervise manufacture, 
engineering and merchandising. Con- 
fidential treatment of applications ad- 
dressed to Box 1157, Air Conditioning & 
Refrigeration News. 


SALESMEN WANTED 


SALESMAN with experience in Essex 
and Union Counties, New Jersey, for 
complete line of Carrier commercial re- 
frigeration equipment. Communicate with 
Mr. Wood, THE CONDITIONING Cco., 
368 Broad Street, Newark, N. J., giving 
information and compensation expected. 


__. 


FRANCHISES AVAILABLE 


COMMERCIAL REFRIGERATION dealers 
and direct salesmen—We manufacture 
meat cases, market coolers, vegetable 
cases, bakery cases, show cases, etc. 
Our products compare in appearance and 
Specifications with very best lines, yet 
Prices compete with lowest. We finance 
your refrigeration sales, including your 
compressor. Write— MORTON SHOW 


one. INC., Washington Court House, 
0. 


COMMERCIAL LINE refrigerator display 
cases, walk-in coolers, and refrigerators; 
also direct draw, mechanically-cooled 
beer coolers, Sell with Ehrlich compres- 
Sors or with any other make. Attractive 


r - 70 years in business. Write 
FR full information. EHRLICH RE- 
Ma CRATOR MFG. CO., St. Joseph, 


_ 


_.__—s-—«s EQUIPMENT WANTED 


HOUSEHOLD OR commercial refrigera- 
a wanted; new or late model trade-ins, 
pee ijuantity of ice cube trays, drip pans 
a Surplus stock of refrigeration equip- 
AUDU Quote quantity and lowest prices. 
—" BON, 2130 Amsterdam Avenue, 

ew York City. 
_—_ 


DOMESTIC REFRIGERATORS wanted— 
; waiting; for. surplus stock. Also 
© model trade-ins, Quantities only. 


a € x 
» See. Sora a 
re eo 
5 ed ak sate 
gate “«* uN 


price wanted in 
GUARANTEED 
952 Broad 


List types, quantities, 
first communication. 
REFRIGERATOR SERVICE, 
St., Augusta, Ga. 


EQUIPMENT FOR SALE 


GRUNOW PARTS—R & S FARTS COM- 
PANY opens field to independent service 
men and former Grunow dealers. Pur- 
chase your Grunow parts direct. At 
reasonable prices. Refrigerant CH2-CLz, 
gallon—$4.00, compressors exchange— 
$11.00, Carrene meters exchange—$3.00, 
compressor oil per gallon—$1.75. Many 
other items not listed. 3577 Fourteenth 
Street, Detroit, Michigan. 


ATTENTION: G. E. Rebuilders. Brand 
new high side floats $2.95. New %-% 
H. P., 4 cylinder, 1%” bore, 1%” stroke, 
compressors with valves and flywheel 
$28.50. New 2 cylinder, 1 H. P., 2” bore, 
2%” stroke, compressors with flywheel 
and valves $38.50. New 2 cylinder, 2 
H. P., 2%” bore, 34%” stroke, compressors 
with flywheel and valves $49.00. Write 
for our low prices on complete new con- 
densing units) REFRIGERATION SUP- 
PLY JOBBERS, 2521 N. Crawford Ave., 
Chicago, Ill. 


250 BRAND NEW Frigidaire compressors 
in original cartons, suitable for % and 
% H.P. highsides. Specifications: Frigid- 
aire part No. 1125-312, twin cylinder, 
complete with flywheel; bore—1%%”, stroke 
—1-7/16”. In single lots—$10.50; 10 or 
more—$9.50; 25 or more—$9.00. F.o.b. 
New York City. REFRIGERATOR COR- 
PORATION OF AMERICA, 390 Fourth 
Avenue, New York, N. Y. 


REPAIR SERVICE 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls. 
Any bellows operated device repaired. 
HALECTRIC LABORATORY, 1793 Lake- 
view Road, Cleveland, Ohio. 


MAJESTIC, GRUNOW, General Electric 
and Westinghouse rebuilding. World's 
largest rebuilders. Prices $30.00 with 18 
months’ guaranty. Parts for Majestics and 
Grunows. GE floats $2.95. Westinghouse 
flapper valves $1.00. % H.P. Majestic 
capacitor motors $3.75. Write for catalog. 
G & G GENUINE MAJESTIC REFRIG- 
ERATOR AND RADIO PARTS SERVICE, 
5801 Dickens, Chicago. 


DOMESTIC CONTROLS repaired: Ranco 
pencil $1.75, Ranco box $2.00, General 
Electric $2.00, Tag $2.00, Cutler-Hammer 
$2.00, Penn $2.00, Bishop Babcock $2.50, 
Majestic $2.50, Penn magnetic $2.50, G. E. 
Frigidaire $2.50. In business over 20 
years. Our name is our. guarantee. 
UNITED SPEEDOMETER REPAIR CoO., 
INC., 342 West 70th Street, New York City. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE), 
Patent Attorney, 342 Madison 
New York City. 


Avenue, 


Leeds & Northrup Co. 
Expansion Advances 


Leeds, Redding 


PHILADELPHIA —In an expan- 
sion of Leeds & Northrup Co.’s 
executive set-up, Morris E. Leeds, 
founder and president, has assumed 
a newly created post as chairman of 
the board, and Charles S. Redding, 
formerly vice president in charge of 
research and engineering, becomes 
president. 

Mr. Redding took his first position 
with Morris E. Leeds & Co., prede- 
cessor of the present firm, for 15 
months between high school and 
college. After two years as _ in- 
structor in mechanical engineering at 
the University of Pennsylvania, he 
returned to Leeds & Northrup in 
1909, and has since held executive 
positions in every division of its 
activities. 

He became second vice president in 
1924, was treasurer from 1922 to 
1924, and was named vice president 


ing in 1928. 


STARTED IN 1899 


Mr. Leeds, who will continue active 
in policy matters, started his own 
business in 1899, manufacturing bal- 
ance-type electrical measuring in- 
struments—resistors, condensers, gal- 
vanometers, inductors, _ etc. He 
pioneered development of the auto- 
matically operated balance-type in- 
strument which in _ addition to 
measuring would also record, signal, 
and control, and in 1920 was awarded 
the Edward Longstretch Medal of 
Merit of the Franklin Institute for 
this invention. 


Paralleling these mechanical devel- 
opments was the formulation by Mr. 
Leeds of an industrial relations policy 
which in 1931 won for him the 
Forbes Award for the best employer- 
employe plan actually in operation. 
In 1936, the Institute of Management 
awarded its Gantt Medal to Mr. 
Leeds, citing him for “distinguished 
achievement in industrial manage- 
ment as a service to the community.” 


Refrigeration Can Prevent 


Food Poisoning, Detroit 
Health Head Advises 


DETROIT—Proper care of foods 
through adequate refrigeration will 
eliminate many of the food poison- 
ings in the summer months, stated 
Dr. Henry F. Vaughan, health com- 
missioner of Detroit, in a warning 
issued recently. 

“Particular care should be given 
to milk,” he said. “Bottles should 
be placed in the refrigerator imme- 
diately after delivery and not be 
allowed to stand outside during the 
cooking. Foods prepared with milk, 
cream sauce, or salad _ dressing 
should be iced at once after prepara- 
tion and not allowed to stand at 
room temperature.” 

Dr. Vaughan added that meats, 
whether raw or cooked, must be kept 
cold, and that fruits and berries 
which showed decomposition may 
cause intestinal disturbances. 


Advanced engineering, 
skilled workmen and 
precision production 
methods result in high 
quality refrigerating 
units. 
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SOR. SHARPSHOOTERS 
c£5Cp 


Healthguard 


Good sense 
th 


easy to use 


shooters. See 


e serviceman yes, 
lungs go sniping—for they never miss. 


The outfit illustrated is easy 
(inexpensive); easy to 
comfortable). 
ges for the three sharp- 
at your 
order direct today—only $12.85. 
pay out the first time used. 


CHICAGO EYE SHIELD CO fierce ines 


set with cartrid 


(1) Methyl Chloride (2) Sulphur Dioxide (3) Ammonia 
rn og “take to cover” syen these enemies of 


es, nose, throat an 


to buy 


“ee ain wand 


Jobber’s, or 
Will 


P""O 
ELECTRIC WATER COOLERS 
Thoroughly reinforced all steel attractively 
finished cabinets. 


Complete line of different Models and Capacities. 
Write for details and sales prices. 


Puro Filter Corporation of America 
440 Lafayette Street, New York City 


Spring 7-1800 


4 


AUTOMATIC 


PRESSURE 
RELIEF VALVE 


Ww 


RITE FOR CATALOG 


sui 


HENRY VALVE CO. 


STOCKED BY 


EMERGENCY RESEATING 


Has safety code approval. Provides 
instant and te p relief. 
Automatic closing and reseating. 
Angle construction and push rod 
permit reservicing without removing 
valve or pumping down system. 
Used from either high or low side 
to atmosphere, or from high to low 
side of system. Pressure range: 90 
fo 250 Ibs. 


1001 19 N SPAULDING AVE 
© CHICAGO. ILLINOIS 


LEADING JOBBERS 


5229 Cass Ave., Detroit, Mich., U.S.A. 


Gentlemen: Please ship the following: 


ooo 


O 


ORDER 


Business News Publishing Co. 


AIR CONDITIONING & 
REFRIGERATION NEWS 
Subscription for United States 
and Possessions, Canada, and 
Countries in the Pan-American 
Postal Union: 
Three months (13 issues). .$1.00 
Six months (26 issues)... .$2.00 
One year (52 issues)......$4.00 
*. * * 
Subscription For All Other 
Countries: 
One year (52 issues)......$6.00 


HOUSEHOLD SERVICE MANUALS 


O 


0 


No. 1. Theories and principles 
of refrigeration explained in 
simple terms. 144 pages. ..$1.00 
No. 2. Detailed instructions on 
proper methods of installing and 
servicing various types of sys- 
tems. 128 pages. Price... .$1.00 
No. 3. Detailed data on methods 
of servicing special types of 
refrigerators. 144 pages. ..$1.00 
No. 4. Special service informa- 
tion on 12 makes of household 
electric refrigerators. 136 pages. 
Price $1.00 


COMMERCIAL SERVICE MANUALS 


O 


i) 


pages 


OO R-1. 
Successful sales ideas, 
tion plans, 
methods. 


No. C-1. The theory and princi- 
ples of refrigeration presented 
more completely. 96 pages. .$1.00 
No. C-2. Installation and service 
methods. Information on com- 
mercial units and parts. ‘a 


No. C-3. Continuation of instal- 
lation and _ service methods 
(valves, controls, motors, etc.). 
144 pages $1.00 


eeeeeee eee eeeee 


Manual E-1. Dealing with large 
refrigeration equipment. This 
book is valuable to operators of 
industrial refrigeration plants. 
224 pages $2.00 


SALES MANUAL 


Appliance Selling Today. 
promo- 
and management 
128 pages ...... $1.00 


O No. B-1. 


AIR CONDITIONING MANUALS 


(] No. A-1. The principles of sum- 
mer air conditioning, describing 
typical systems, performance, 
etc. 112 pages. Price ....$1.00 


O No. A-2. The principles of win- 
ter air conditioning describing 
typical heating systems. 104 
PORN, FOO 2icisccss .» »$1.00 


O No. A-3. Principles of design 
engineering. Control of condi- 
tions for human comfort. 112 
rer, ree srebeaee $1.00 


1] No. A-4. Principles and methods 
of developing air-conditioning 
equipment. 112 pages ....$1.00 


O No. A-5. Principles of air-condi- 
tioning equipment _ selection. 
Tables & specifications. 104 


(1) No. A-6. Principles of load esti- 
mate and equipment selection 
for all types of installations. 96 
pages. Price® ...ccsceee. - -$1.00 


(1) No. A-7. Application of load 
estimating and equipment selec- 
tion principles for domestic and 
commercial installations. 96 
PAGES. PICO ..ccccecccees 


For contractors, deal- 
ers, and estimators. 25 typical 
air-conditioning jobs expiamed 
and estimated. 136 pages. .$1.00 


BUYER'S GUIDE 


() No. D-6. The Refrigeration and 


Air Conditioning Directory lists 
all manufacturers of refrigera- 
tion and air-conditioning equip- 
ment, parts, materials, and 
supplies. Complete listings in- 
cluding names of manufacturers 
and addresses. 220 pages. .$1.00 


SPECIFICATIONS 


() Manual S-1. Complete refrigera- 


tion and air-conditioning speci- 
fications of all makes and 
models through 1936. Contains 
data on oil and refrigerant 
charge, belt size, controls, evap- 
orator, and other parts. 512 
pages. Price ... $2.00 


eee ee eeeee 


Note: The minimum extra charge for each package of books shipped outside 
the U. S. is 50 cents. Up to six $1.00 books may be shipped in one package. 
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asap 
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MADE IN U.S.A 


PeE*L°*C-O Spells PROFIT 
Do You Have a GOOD 


Beverage Cooler Franchise? 


Maintain volume and 
1939 Pelco line. 
ING ADVANTAGES .. 
. .. NEW DEALER HELPS. 
and “Actionized Cold.” 
you to write. 


PORTABLE ELEVATOR MFG. CO. 
Refrigeration Division, 
BLOOMINGTON, 


rofit with the new 
NEW EXCLUSIVE SELL- 
. NEW MODELS 
“Floating Ice” 
We cordially invite 


Dept. A 


ILLINOIS 


55 eave 
Saevice 


1886 
1939 


PERCIVAL Line 
meets EVERY NEED ! 


Includes Coolers, Reach-In Refrigerators, 
Top Type, Double Duty, Delicatessen, 
Dairy and Produce Display Cases and 


Percival Condensing Units. 


Quality built; 


corkboard 


insulated; 


porcelain clad; beautifully streamlined. 
Coiling system is second to none. 


Write for attractive prices, 


literature 


and Distributor’s proposition. 


#C.L.PERCIVAL Co. | 
DES MOINES,IOWA © 


| 
WO ALAM 


Refrigeration 
| Products 


¥ Check These Money-Makers Into Your Stock Now! 
The Patented LARKIN COIL 


HUMI-TEMP Units 


DISSEMINATOR Pans 


Instantaneous WATER COOLERS 
Today—See Your Jobber or Write Direct to 


LARKIN COILS, Ine. 


General Offices and Factory 
519 Fair Street, S. E., 
ATLANTA, GA. 


Branch Factory, 57-59 A om St.. New York City 


en COOLING EQUIPMENT 


FOR 


AIR CONDITIONING 


ACME INDUSTRIES, ni: 


” ae 
chigan 


MILLS 


COMPRESSORS 


for Commercial Use 


Mills Novelty Company * 4100 Fullerton Avenue®* Chicago, Illinois 


REFRIGERATION 
AND APPLIANCE DEALERS 


A‘BiiZZARD-FROM-THE-WEST- That has everthing 


More Wet Bottles Is More Sanitary 
More Loose Labels Has Fast Dry Cooling 
More Wet Hands Has More Capacity 
More Dissatistied ~~ ~ = eee 

Customers 


Territories Now Open * Write for eines 


WEBER SHOWCASE & FIXTURE CO., INC. 


5700 Avalon Boulevard * Los Angeles, California 
Cable “'Weberco” Established 1902 


THE PROFIT LINE FOR ’39 


Refrigerator and Compressor 
sales go together. SHERER offers 
a complete line of cases, coolers 
and boxes to be sold with your 
compressors. 

Write for catalog and franchise 
details, mentioning territory desired. 


SHERER-GILLETT CO., Marshall, Mich, 


Manufacturers of Refrigerated Display and Storage Equipment 


a ee - 
a Fhe 
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Export Business 


WASHINGTON, D. C.—Despite 
the warclouds over Europe and Asia, 
the Department of State and the 
Department of Commerce are going 
ahead with their plans to conclude 
more reciprocal tariff agreements 
with nations which have erected trade 
barriers against American products. 

American manufacturers and sup- 
pliers will do well to contact these 
departments with reference to get- 
ting preferential treatment. for their 
products in coming negotiations. 

In recognition of the importance 
international politics now play in 
world trade, the personnel of the 
entire foreign service of the Bureau 
of Foreign and Domestic Commerce 
has recently been transferred to the 
Department of State. 

However, their findings will still 
be turned over to the Department of 
Commerce for dissemination to Amer- 
ican business men, and contact with 
them may be made through the 
Bureau of Foreign and Domestic 
Commerce. 


INDUSTRY CAN BE HEARD 


The Trade Agreements Act re- 
quires advance notice of intention 
to negotiate an agreement, in order 
that any interested person may have 
an opportunity to present his views. 
Industry representatives who have 
“views” to present are readily ac- 
corded a hearing. 

Nema (National Electrical Manu- 
facturers Association) has a Tariff 
and Reciprocal Trade Agreements 
Committee, one of whose functions it 
is to cooperate with the appropriate 
governmental agencies. 

The Trade Agreements Act grants 
the President authority to reduce 
existing duties and other charges on 
imports up to 50% in exchange for 
the removal or reduction by other 
countries of restrictions affecting 
American exports. 

When such mutual concessions are 
negotiated they are expressed in a 
trade agreement, which establishes 
the conditions under which business 
shall be conducted between the two 
parties. The underlying principle is 
that trade is a two-way affair and 
that sound business is profitable to 
both the buyer and the seller. 


ORGANIZATION DETAILS 


To carry out this mandate from 
Congress, it was necessary to provide 
new governmental machinery, and a 
special organization was created to 
which is entrusted the formulation 
and negotiation of trade agreements. 
A number of separate government 
departments and agencies are inter- 
ested in foreign trade, and this or- 
ganization is, therefore, inter-depart- 
mental in character, being composed 
in all its branches of representatives 
from the Departments of State, Com- 
merce, Agriculture, and the Treasury, 
as well as the Tariff Commission. 

At the top is the Trade Agreements 
Committee, which has general super- 
vision over the drawing up of agree- 
ments and is directly responsible to 
the Secretary of State and the 
President, with whom the final 
authority rests. 

Under this central committee more 
than fifty sub-committees have been 
set up to deal with all the many 
aspects of the program, individual 
countries, individual industries or 
products and different types of tech- 
nical problems, such as import quota 
systems or foreign exchange controls. 
Each department designates as its 
committee members the officials best 
qualified for the particular task to 
be performed. 

When it has been determined that 
conditions are favorable for the con- 
clusion of a trade agreement with a 
given country, and the country con- 
cerned has indicated its willingness 
to negotiate on the American basis of 
equality of treatment and the elimi- 
nation of discriminations, a special 
committee on that country is formed 
to make the necessary detailed 
studies. 

The representative of the Depart- 
ment of Commerce on this Country 
Committee assumes responsibility for 
the studies concerning the conces- 


sions that may be asked for the 


Reciprocal Trade Agreements Planned 
To Puncture Foreign Tariff Walls 


benefit of our exports, and it is the 
rule to call back our Commercial 
Attache from the country in ques- 
tion in order to take advantage of his 
practical experience on the spot. 

Similarily, the Tariff Commission 
studies imports from the country in 
question and indicates where conces- 
sions on our part might be con- 
sidered. : 

The Department of State has pri- 
mary responsibility for drafting the 
general provisions, and also functions 
as the coordinating agency in the 
inter-departmental organization. 


CONSULT PRIVATE FIRMS 


Obviously, those actually engaged 
in a particular industry or branch of 
trade know their own business better 
than the government does, and it is, 
therefore, particularly important that 
the information and experience ac- 
quired by interested private firms 
should be made available to the 
government officials engaged in 
formulating and negotiating trade 
agreements. 

For this reason, the Committee for 
Reciprocity Information was created 
to serve as an organ of liaison be- 
tween government and business. 

This inter-departmental committee 
assembles all pertinent information 
submitted by interested parties and 
sees that this information is placed 
in the hands of the representatives of 
the various departments in the Trade 
Agreements organization. 

When the State Department issues 
official notice of intention to negotiate 
an agreement with a particular 
country, which notice is accompanied 
by a list of the articles that will 
come under consideration for the 
granting of concessions by the United 
States, the Committee makes public 
announcement of the date up to 
which written presentations of views 
will be received as well as the date 
on which it will begin the public 
hearings required by law. 


PROVISIONS OF AGREEMENTS 


Briefly, the trade agreements con- 
cluded by the United States include 
the following provisions: (1) Sched- 
ules of commodities embodying the 
reciprocal concessions regarding cus- 
toms duties and other charges on 
imports; (2) special provisions, which 
define and limit the right to impose 
quantitative restrictions on imports 
or measures of exchange control, and 
which assure equitable treatment if 
such restrictions are imposed; (3) a 
stipulation that, in the event of a 
substantial alteration in the rate of 
exchange between the currencies of 
the two countries, the Government of 
either may modify or terminate the 
agreement; (4) guarantees that im- 
ports will not be subjected to higher 
internal taxes or charges than those 
payable on similar articles of national 
origin or of other foreign origin; 
(5) a broad most-favored-nation 
clause which assures to imports 
from the other country treatment as 
favorable in every respect as that 
accorded to imports from any third 
country; (6) provisions that a specific 
concession may be modified or with- 
drawn if it should be found that 
some third country is obtaining the 
major benefit; and (7) assurances 
that, if either country adopts any 
measure, which, even though it does 
not conflict with the terms of the 
agreement, has the effect of nullify- 
ing or impairing any of its objects, a 
mutually satisfactory adjustment of 
the matter will be effected. 


HORSE TRADING 


It goes without saying that, when 
a business transaction is negotiated, 
(and a trade agreement is exactly 
like a business transaction) what one 
obtains depends on what one is able 
to give. You can’t buy something 
worth a thousand dollars, if you are 
only able to pay five hundred dollars. 

The extent of the concessions 
offered by the United States, there- 
fore, determines the extent of the 
concessions it is able to secure from 
the other country. 

Each country makes the final 


decision as to what it is able to 
offer. 
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NEW YORK CITY—Progress that 
has been made in the design and ap- 
lication of commercial gas refrig- 
eration units is described in a recent 
report by the Committee of Commer- 
cial Gas Refrigeration of the Ameri- 
can Gas Association. 

The report states that Servel, Inc. 
has now begun to build 4% ton to %- 
ton gas fired commercial cooling 
units and is selling them through co- 
operative gas companies in such 
metropolitan centers as Brooklyn, 
Chicago, Philadeiphia, Detroit, Cleve- 
land, St. Louis, New Orleans, Kansas 
City, Rochester, and Columbus. 

Included in the report are some 
suggestions as to how the gas units 
can be sold competitively against 
electrically powered condensing units, 
and an analysis of the current mar- 
ket for commercial refrigeration. 


FLOODED EVAPORATOR 


Chief argument that will be made 
py those selling gas refrigeration is 
“that refrigeration effect at remote 
points is provided with gas refrigera- 
tion under constant secondary pres- 
sure. 

“As no lubricating oil is necessary 
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A.G.A. Describes Operation and Outlines 
‘Competitive Arguments’ To Be Used 
For Gas-Fired Commercial Units 


in the Electrolux system,” declares 
the report, “flooded secondary evapo- 
rators are used with the result that 
uniform temperatures are main- 
tained. -Very small temperature dif- 
ferences between secondary evapo- 
rators and refrigerator temperatures 
make it possible to maintain correct 
relative humidities.” 

It is claimed that the differential 
between the “on” and “off” cycles is 
much less in gas refrigeration than 
in electric units, the gas units having 
a cut-in point at 40° F. and a cut-out 
point at 20° F. 


COST MORE NOW 


At present, says the report, first 
costs of the gas-fired commercial 
refrigeration units are higher than 
the electric units. No conclusive data 
is yet obtainable on operating costs, 
the report declares. 

The report describes the gas com- 
mercial refrigeration unit develop- 
ment as follows: 

“About three years ago several 
trial installations of the present 
design of commercial unit were made 
in Columbus, Ohio, and about a year 
was required to eliminate the usual 
troubles which develop in field ap- 
plications of any new product. 

“Promotional effort was started 
two years ago in several large cities 
in the United States, and as the 


again condensed to a liquid form by 
the unit evaporator. This cooling 
medium is used over and over, re- 
quiring no renewal as no deteriora- 
tion or loss is experienced. ? 


CONTROLS 


“The gas control operates. the 
burner full-on and full-off. This is 
necessary to permit a complete de- 
frosting cycle of the secondary 
evaporators in the refrigerators and 
constitutes the second main differ- 
ence between the household and 
commercial units. 

“The safety pilot and high tem- 
perature cut out are incorporated in 
the gas control design. Single and 
double ring ribbon type atmospheric 
burners are used for both natural 
and manufactured gas. 

“The thermostatic water control is 
especially designed for economic use 
of water. Water does not come in 
contact with the sylphon bellows 
because it is separated from the 
water chamber by a housing. Gas 
and water pressure regulators and 
filters are part of the standard 
accessories furnished with the unit. 


SECONDARY SYSTEM PARTS 
AND THEIR FUNCTIONS 


“The secondary system provides a 
means for cooling an insulated en- 
closed space located at one or more 
places at some distance from the 
unit. The means for conveying the 
cooling medium from the unit to the 
point of use requires certain addi- 
tional equipment. 

“The transfer vessel is a mechani- 
cal device designed to transfer the 
secondary refrigerant from unit 
evaporator level to any secondary 
evaporator located in a refrigerator 
at some remote point, usually at a 
higher level. No transfer vessel is 
required where gravity flow of sec- 
ondary refrigerant can be arranged. 

“Refrigerant liquid lines are of 
% inch o.d. insulated copper tubing. 
The refrigerant vapor lines are also 


Key Specifications of Gas-Fired Commercial Units 


Model No. CH-502 CJ-652 CJ-1002 
Outside dimensions 1444”x3014"x6414” 14144”x30144"x644” 14%4”x30%4”x70%” 
Flue gas outlet 3” 3” 3” 
Shipping weight ’ 560 lbs 560 lbs 635 lbs 

Net weight 450 Ibs. 468 lbs 535 lbs. 
Input—Maximum 17,000 B.t.u./hr. 20,000 B.t.u./hr. 31,000 B.t.u./hr. 


(Multiple units can be used on single large refrigerators) 


result of this experience, the com- 
mercial gas refrigeration unit is 
considered today to be ready for 
extensive selling effort. 

“Commercial gas_ refrigeration 
units are water cooled, similar in 
basic design to the original Electro- 
lux household unit and are _ not, 
therefore, entirely new or experi- 
mental. The few differences are the 
result of necessary modifications for 
better adaptability to larger sizes 
necessary in the commercial field. 

“The commercial unit is composed 
ot a series of steel cylinders con- 
nected by steel tubes which are 
welded together to form a single 
intercommunicating container. This 
container is mounted within a steel 
frame which also supports remov- 
able enameled steel outside panels. 

“A charge, consisting of a small 
quantity of aqua ammonia and hydro- 
gen gas, is hermetically sealed 
within the unit, the liquid seeking 
the lowest levels and the hydrogen 
gas filling the remaining space. The 
charge is under sufficient pressure 
to condense the ammonia vapor at 
ordinary water temperatures. The 
pressure is the same throughout the 
unit but varies as the cooling water 
temperature changes. 


THREE CYCLES 


“The operation of the unit com- 
prises three simultaneous and con- 
tinuous cycles: the ammonia cycle, 
the hydrogen cycle, and the aqua 
ammonia cycle. The rates at which 
these cycles are performed governs 
the amount of refrigeration. 

“As the rates accelerate, refriger- 
ation increases, and conversely. With 
the application of heat to the gener- 
ator the regular Electrolux cycle is 
set in motion. 

“The refrigeration produced in the 
evaporator is not used directly but 
is transferred by means of a second- 
ary system partly filled with liquid 
methyl chloride or some other suit- 
able refrigerant. The evaporator 
then serves to cool the secondary 
condenser. 

“Methyl chloride is circulated from 
the unit evaporator as a liquid 


copper tubing % inch o.d. on the 
two smaller units and % inch o.d. 
on the larger. 

Surge tank is a vertical cylindrical 
receiver located in the refrigerator 
to receive and distribute the liquid 
refrigerant to the secondary evapo- 
rators. The vapor return line is also 
connected to the surge tank to permit 
vapors, as formed, easy access to 
the return line. The surge tank also 
functions as a reservoir for any 
excess charge of refrigerant which 
may be present from choice or 
otherwise. 

“Secondary evaporators are ordi- 
narily made up of a continuous run 
of 5% inch o.d. tinned copper tubing 
onto which a number of 3-inch square 
aluminum plates .035 inch thick 
have been pressed and spaced at 
regular intervals of % to 1 inch 
apart. These evaporators are avail- 
able in practically any size or shape 
to fit the cooling space of any 
refrigerator. 


SIZES AND SPECIFICATIONS 


“Commercial refrigeration equip- 
ment is now available in three 
models, with capacities as follows: 


Model CH-502 500 Ibs. I.M.E. 
Model CJ-652 650 Ibs. I.M.E. 
Model CJ-1002 950 Ibs. I.M.E. 


Says the committee with respect 
to the condition of market: 
“The trend is definitely toward 


mechanical refrigeration, even though 
the average store owner has had 
many trying experiences with under- 
capacity equipment or forced shut- 
downs, unreliable service, power 
failure, and unwarranted high main- 
tenance costs.” 


And on sales practices: 


“Prospects concerned with the 
purchase of commercial refrigeration 
generally consult with the following 
sources before a purchase is 
made: (1) Compressor manufac- 
turer’s agent, (2) refrigerator manu- 
facturer for new equipment, and (3) 
refrigeration engineer for replace- 
ment equipment. 

“Particularly in the larger cities, 
the market is most unstable so far as 
price is concerned. Refrigerator 
manufacturers frequently sell units 
at their own cost to insure the sale 
of their other products. List prices 
are not maintained, abnormal allow- 
ances are given on replaced equip- 
ment, and there is a_ substantial 
traffic in used and rebuilt compres- 
sion units which sell for from % to 
14 the cost of new equipment. 


“Because of this, severe price 
competition can be expected and 
unless subsidized at first, the gas re- 
frigeration unit will be at a decided 
price disadvantage, even when in- 
stalled at the utility’s cost. 

‘It is difficult for the utility to 
obtain initial dealer support as the 
gas unit is at a distinct disadvantage 
so far as first cost, acceptance, and 
interlocking trade relationships are 
concerned. This last refers to sales 
agreements between certain unit and 
refrigerator manufacturers, whereby 
prospects are exchanged and com- 
panion equipment specified. 

“To overcome these sales handi- 
caps, it may be necessary for the 
utility to accept the order for the 
complete installation, including the 
refrigerator, and to finance it over a 


period of one or two years. Where 
a standard type of refrigerator is 
involved, its resale, in the event of 
repossession, should not prove diffi- 
cult.” 

“The sale of commercial gas re- 
frigeration should be assigned to the 
commercial or industrial sales divi- 
sion of the utility where it can be 
placed in a summer schedule to 
balance industrial and commercial 
space heating activities. Anyone 
who is competent to calculate the 
heat loss of a building and specify 
equipment can specify refrigeration 
equipment after a training period 
with the manufacturer’s engineers. 

“In some instances it may be nec- 
essary for the gas company to sell 
the complete installation, including 
refrigerator, and to sublet the instal- 
lation contract to a qualified refrig- 
eration engineer, who in turn will 
sublet the plumbing work to a 
registered plumber. The installation 
of gas, water, drain, and flue connec- 
tions can be done by either a regis- 
tered plumber or the gas company 
and the secondary system can be in- 
stalled by a qualified refrigeration 
engineer or the gas company, de- 
pending upon the policy of the 
individual gas company.” 

The committee made an analysis of 
115 existing installations located in 
50 cities and found as follows: 
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Analysis of types of refrigerators 
cooled by 164 commercial refrigera- 
tion units: 
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NEW 1939 FEATURES 


Tyler’s original welded steel cohstruction is 
still the most advanced in the commercial 
refrigeration field. And the 1939 line is the 
greatest ever. New improvements include 
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THE BIG VALUE LINE 
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WILSON SYSTEMS OF 
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AIR CONDITIONING & REFRIGERATION NEWS, JULY 12, 1939 


sound. 


They Look Mighty Happy About Something 


In an informal moment during Philco’s recent distributor convention at Frenck Lick, Ind., Larry E. Gubb, 
president, D. J. MacKillop, manager of the southern division, and James T. Buckley, president of Philadelphia 
Storage Battery Co., talk over the new 1940 radio line, all models of which are wired to receive television 
Right: W. Paul Pones, president of Philco Re frigerator Co., told the 900 representatives of distributor- 


ships at the meeting about augmented merchandising plans for Conservador refrigerators. 


(Concluded from Page 1, Column 3) 
consider is payment for work done. 
One big trouble at this time is that 
too many sales managers believe in 
half time selling. They crowd the 
best part of the season to the limit 
a and then discharge the salesmen or 
cut them to half time. That hurts 
the morale and you cannot get the 
best from your salesmen unless they 
also are getting living wages. They 
must be drawing sufficient pay, so 
they do not worry all the time. 

“Neither should the ‘house hogs’ be 
permitted to take all the better pros- 
pects that are picked up solely be- 
cause one is assigned to selling direct 
from the floor. Apportion these out 
as nearly the same as is possible. 
You must do something to make the 
real salesmen feel they are appre- 
ciated at all times and will be given 
a “fair shake” regardless of the de- 
sires of others. 

“Salesmen turnover is all to the 
bad despite the best efforts possible 
on the part of the sales manager. 
Therefore boost for your salesman at 
all times. Let him know the house 
backs him in his efforts and is just 
as much concerned in his success as 
he himself is, if not more so. Tie the 
salesman to the firm in every way 
possible. Give him all-year-around 
employment. It makes a_ better 
salesman of him and saves the house 
the expense of training a new force.” 


Referring to the increase in sales 


Northern California 
Sales Again Gain 


(Concluded from Page 1, Column 4) 
sales being reported compared with 
3,005 last year. 

Washer sales were up over 1938 
figures, 647 units to 592; ironer sales 
were 131 units this May, against 73 
last year; while ranges had the 
closest race with 1938 totals, winning 
out by the narrow margin of 21 this 
year to 18 last year. Vacuum cleaner 
sales amounted to 1,443 units, against 
1,115 last year. | 

All major appliances except elec- 
tric ranges were well ahead of 1938 
figures for the first five months of 
the year. Refrigerator sales during 
the period amounted to 4,850 units, 
compared with 3,695 in the same 
months of last year. 

Radio sales totaled 20,378 units, 
against 17,226 last year; washer 
sales were 3,290, against 2,652 last 
year; ironer sales totaled 661, against 
422 last year; and electric ranges 52 
units, against 62 last year. 

Following is a tabulated compari- 
son of 1938 and 1939 major appliance 
sales for the five-month period re- 
ported so far: 


Refrigerators 
Radios 
Washers 
Ranges 


Ironers 


Nebraska Utility Blames Sales Slump on 
Salesmen Turnover & Failure To Canvass 


of vacuum cleaners, while sales of 
refrigerators and washers had drop- 
ped alarmingly, Mr. Haney ventured 
the opinion that sales of the latter 
decreased when the good old method 
of door-bell ringing was discontinued. 
Vacuum cleaners are still being sold 
—and sold in increased numbers by 
the ring-and-wait method. 

Mr. Haney is convinced that there 
is too much slack in the selling 
methods of today—and that sales- 
men are not as much to blame for 
the condition as are supervisors. 

Summing up, he repeated that the 
three necessary things that enter into 
the making of a _ successful sales 
force, are, first, proper personnel; 
next, proper supervision, and finally, 
a dependable living wage. 


Utility Group To Study 
Fuel Costs, Refrigerator 
Trade-In Values 


MADISON, Wis.—‘‘Blue book” re- 
frigerator trade-in valuations, roaster 
sales promotion, comparative fuel 
costs, and water heating “off-peak” 
controls lead the list of subjects to 
be studied by a merchandising com- 
mittee of the Wisconsin Utilities 
Association recently appointed by 
Harold Turkelson, chairman of the 
commercial division. 


On the new committee are M. D. 
Hagen, Wisconsin Hydro Electric 
Co.; Fred J. Dinkel, Northern States 
Power Co.; L. A. Falk, Wisconsin 
Power & Light Co.; George M. 
Fitzgerald, Wisconsin Public Service 
Corp.; and A. S. Nissen, Wisconsin- 
Michigan Power Co. 


Air Conditioning Specified For Ford 
Project’s Apartment Houses 


(Concluded from Page 1, Column 3) 

The Springwells Park subdivision 
was platted last fall, as part of a 
new residential community embrac- 


ing an area of 1,069 acres# hich 


will ultimately provide mode “mes 
for a population of 16,000 -<Sons. 
The subdivision lies in t’ central 


part of the north half of the site 
and is bounded by Greenfield Rd., 
Airport Drive, property adjoining 


the Rouge River, and _ property 
adjoining the Michigan Central 
right-of-way. 


Those apartment buildings to be 
constructed at once are of the two- 
story walk-up type and two-story 
terrace type. They will conform to 
modern architectural planning, in- 
cluding approved _ air-conditioning 
systems and electric garbage disposal 
units in each apartment. 


MEDIUM-PRICED RENTALS 


The apartments will vary in size 
from two to six rooms. Rental 
prices have not been definitely estab- 
lished, but will be in the medium- 
price range. Garages will be avail- 
able for those requiring them. 

All apartment buildings will be 
of fireproof construction, being 
framed in Stran-Steel. Sidewalks 
will be of brick, and the floors of 
reinforced concrete covered with 
hardwood flooring. 

The entire apartment project will 
be landscaped and developed as a 
garden. Approximately 80% of the 
land assigned the apartment area 
will be devoted to gardens, decora- 
tive garden walls and walks. 


SINGLE HOMES AT $5,500 


All new single homes will be of 
five and six rooms and will be built 
for sale only. All will have garages 
attached or semi-detached with a 
breezeway between the house and 
the garage. The prices of the homes 
are expected to start at $5,500. 


Contracts for construction of 
sewers have been let. Removal of 
trees from proposed streets is in 
progress. Rough grading in prepara- 
tion for paving, laying of sidewalks, 
installation of water and other utili- 
ties is almost completed. 


The new homes to be constructed 


in the Springwells Park subdivision 
will be for sale to the public. Th, 
apartments will be for rental. 

The single building plots wil have 
a minimum width of 50 feet at the 
building line and an average depth 
of 120 feet. The first single homes 
to be built will all be under the direct 
supervision of the foundation’s arcj. 
tectural staff. 


TRACT RESTRICTIONS 


Restrictions of the tract provide 
for a close control by the foundation 
of the architectural treatment of the 
entire development, in order that the 
types of homes and locations of 
buildings will conform to the genera) 
layout and typography of that areg 

The new community business cep. 
ter will be built at the northweg 
corner of Greenfield Rd. and Airport 
Drive. It will face Greenfield Rq 
but will be set back a sufficien, 
distance to provide parking space for 
more than 100 automobiles. 

First unit of the business center 
will have space for nine shops on the 
first floor and office space for physi. 
cians, dentists, and the Ford Founda. 
tion on the second floor. Ample room 
will be allowed for future expansion, 

Of the total area of the new sub. 
division seven and one-half acres js 
to be devoted to a school plot with 
adjoining playgrounds. Other play 
spaces and parks to be _ provided 
throughout the subdivision will total 
approximately six acres. 


Birmingham Distributor 
Celebrates 50th Year 


BIRMINGHAM, Ala.—Fifty years 
in business was celebrated recently 
by E. E. Forbes, Sr., president of 
E. E. Forbes & Sons, distributor of 
electrical appliances and musical in- 
struments here. The concern, which 
has retail stores in Birminghan, 
Anniston, and Decatur, Ala., is 
wholesale distributor for Meadows 
washing machines, Estate ranges, 
and Emerson radios. Retail products 
include Frigidaire and Gibson refrig- 
erators. 

Active in the business with Mr. 
Forbes are his three sons. 


“Using {fp} Valves a 
Whole Year Without 


Any Replacements ‘ 


This is the kind of service efficiency 
that makes an installation profitable 
to you—and completely satisfactory to 
your customer. That’s why Refrigera- 
tion Service Engineers swear by A-P 
Valves—call them great “Reputation- 


builders.” 
>>> 


A-P 


@ Exceptional records of Valve DEPEND- 
ABILITY are commonplace when AP 
Valves are used on ALL‘your Refrigeration 
and Air Conditioning installations. Check 
into any job using A-P Valves—talk to the 
Engineers responsible for the work—~you 
never find a bit of service trouble traceable 
to Valve failure! 


JAP: e 


ESTABLISHED 16868 


—, 
J.P PFEIFFER & | 


PHONES: PLAZA 3167-3168 


ON 


Installation 


Community Market 
Annapolis, Md. 


W 


Automatic Products Company 
2450 Ne 32nd. Street 
Milwaukee, Wise 


—o J) 
COMPLETE FOOD STORE EQUIPMENT 


May 11, 1939 


Very truly yours, 


J.P 


Model 210 
Thermostatic 2450 NORTH 
Expansion Valve MILWAUKEE 
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Refrigeration Parts Jobbers, 
Who Recognize Quality, 
Stock Controls 


AUTOMATIC PRODUCTS COMPANY 


THIRTY — SECOND 


STREET 


@ WISCONSIN 


REFRIGERATORS FOR HOTELS, RESTAURANTS, INSTITUTIONS AND FLORISTS 


200 NORTH PACA STREET - BALTIMORE, MD. 


<PPER AND SON 


Refrigeration Equipment 


Brunner and Kramer 


~ 
Cases 
Gloekler Mfg. Co. 
Erie, Pa. 
e 


Installed by 
J. P. Pfeiffer & Son 


om . Baltimore, Md. 
The enclosed photograph of Community Market, Annapolis, Md-, is one of . 
our recent installations using A/P Valves. : 

Jobber 
We would like, at this time, to express our appreciation for the Baltimore Refrigeration 
wonderful service and operation we have had from your productse Supply Co. 
It is noteworthy that in the past year that we have used A/P Valves we e 
have not made any replacements. Valves 

A-P Thermostatic 


Expansion Valves 
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